UMMER,, even if not the 
busiest feeding time of the 
year, will be a profitable 
season for dealers who 

attend the district and general 
feed conventions held in vari- 
ous sections of the country. 
Plans for two of the largest 
of these general meetings are 
described in this issue of The 
Feed Bag. You can make 
your summer and the coming 
year both more profitable by 
attending the convention held 
nearest your station. Take 
your wife and make the trip 


do ‘‘double duty’ as a vacation 
and a business inspiration. 
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Large Modern Plant of the Northern Milling Company at Wausau, Wisconsin 


A COMPLETE FEED SERVICE 


RE you satisfied with the line 
of Dairy, Stock and Poultry 
feeds you are carrying? And 
is your business growing? Can 

you get everything you need in one mixed 
car, or do you have to buy from a dozen 
different concerns to get what you want? 


This is the critical time of the year for 
every feed dealer. How to keep a full 
line of feeds on hand without overloading 
is the problem. Especially is this impor- 
tant in a season like this when prices are 
abnormally high, and likely to collapse 
any time. 


Here is just where NorTHERN MILLING 
Company complete mixed car service 
comes to the aid of the retailer. You 
can, with this plan, so gauge your pur- 
chases and sales as to have on hand a 
complete assortment of feeds at all times 
without carrying a surplus of anything. 


Straight car buying is a hit and miss 
proposition, with the odds against you. 
In contrast to this, the Northern Milling 
Company feed service offers you a steady 


supply, quick turnover, sure and liberal 
profits. 

From the NorTHERN MILLING ComPpANy 
you can get all the feeds, seeds and grain 
you need in one car and in addition every 
NorTHERN dealer participates in the bene- 
fits of these established policies: 


1. Exclusive agency. Only one Northern 
dealer in every town. 

2. No direct sales. Northern feeds are 
sold through dealers only. 

3. Quality products built up to a standard 
and not down to a price. 

4. Moderate prices. Only one small profit 
is added to these feeds, and they are 
passed on to you at a price which will 
enable you to realize a generous pro- 
fit, match quality for quality any pro- 
ducts on the market, and successfully 
meet any competition. 

5. Quick service. Cars loaded and on the 
way within 24 to 48 hours. 

Do you want to join the NorTHERN 
family of live wire dealers? 

Our representative will be glad to talk 
it over with you. Write today. 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 


4 : 
q 
f 
4 = = = 

. 


The STRONG-SCOTT 
a Combined Elevator Head 
Drive and Backstop 


RIVEN either by belt, Morse Silent Chain 
or leather Link V belt, direct from a motor. 
Made in three styles to suit all conditions. 


Automatic Backstop 


All styles are equipped with the patented Strong- 
Scott Automatic Backstop which instantly stops 
the leg should it start to run backwards for any rea- 
son and automatically releases the moment the 
leg starts again in the proper direction. This 
feature alone will pay for the drive many times 
over. 


All moving parts run in bath of oil—less wear, 
less power, lesstrouble. Low installation cost. 


Write for additional 
Everything Jor Every Mill and Elevator 
Style A Drive with Link V Belt ‘The Strong-Scott Mfg Co. 


‘Minneapolis Minn. Great Falls Mont. 
for transmitting power from motor. In Canada: The Strong-Scott Mfq.Co.Ltd Winnipeg 


The Symbol of Service 


HIS is the season to be careful in select- 
ing Corn. Our choice Natural 3 Yellow 
assures satisfaction and costs no more 
than ordinary 3 yellow. — — — — 


Corn, Oats, Barley and Malt Sprouts available for_im- 
mediate shipment in straight cars or bulkhead via C. & 


N. W. or C. M. St. P. & Pacific, 


<a Write or phone for our quota tions |% 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, MINNEAPOLIS, WINONA BRoaDWay 5600X, MILWAUKEE 
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Its Cured 


ARCADY SWEET 16 DAIRY FEED 


is specially prepared, CURED and processed that the pro- 
duct you feed your cows may contain a heavy charge of 
pure cane molasses, may have a sweet and tempting odor 
and may be blended easily and readily with Wonder Dairy 
Ration or any other of our higher protein milk productive 
dairy rations. 


FEED THEM REAL RATION 


WONDER DAIRY RATION 
Years of satisfaction guarantees WONDER DAIRY RATION 


as one of the most outstanding 24% protein pure feeds on the 
market. The finest thorobred herds everywhere are fed 
Wonder Ration, either for showing purposes, or for maximum 
economical milk production. Don't miss the opportunity to 
benefit through the use of this feed. 


FREE—Send for our booklet *‘More Money from Your Cows.” 


MORE THAN JUST MASH 


WONDER LAYING MASH 


The reputation of Wonder Laying Mash is exceeded only by 
its superior quality. Everywhere that this feed is used, it is 
recognized as more than merely a mash feed. It develops 
the birds, instills into them the vigor and vitality necessary for 
good body health and maximum economical egg production. 
Get some for your chicks today and watch them improve in 
their productivity. 


FREE—Send for our booklet ‘Poultry The Money Maker.” 


TREAT YOURSELF—urR. DEALER 


To a real money making proposition. Your customers will 
gladly pay you a profit and will be more loyal to you if you 
can offer them these profitable result-producing feeds. Write 


today—Arcady Farms Milling Company, Department 64, 
223 W. Jackson Blvd., Chicago, Ill. 
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Farm Clubs Provide Opportunities 


For Increasing Feed Sales 


Dealer Should Cultivate Contact With These Groups Through Leaders 
Efforts Will Yield Business Among Members As Well As Their Fathers 


ORE than 26,000 boys and 
M girls in Wisconsin alone are 
enrolled in club work and a 
majority of them are raising a flock 
of poultry or a calf for their project. 


Other states are also 
work. 


active in club 

The farm boy and girl, if properly 
approached by the feed dealer, will 
furnish him with extra profits. High 
schools usually sponsor all club work 
through their agricultural departments 
and many counties engage club lead- 
ers. Right now is the time to get ac- 
quainted with the organizers and to 
offer services to them. 

Clubs Hold Meetings 

Regular meetings are held by the 
clubs. Members bring their record 
books and report on the progress they 
have mede with their projects. Feed 
dealers should make it a point to at- 
tend these meetings, not with the in- 
tention of using super salesmanship, 
but with the attitude of interest and 
helpfulness which will eventually re- 
sult in new business. It is even advis- 
able, if the feed dealer has the facili- 
ties, to invite the club to meet at the 
store where feeds may be studied. A 
lunch served by the feed dealer after 
the meeting will be greatly appreciated, 
and a speaker of the evening secured 
by him will also make a good impres- 
sion. 

Boys and girls are taught to com- 
pute their own rations for their calf 
or poultry flock and are allowed to use 
their own judgment. Many of them 
find difficulty in obtaining all of the 
required feeds from their father’s farm. 
Here is an opportunity for the feed 
dealer to suggest a ready mixed com- 
mercial feed or to supply the needed 


elements for the ration. 
Assures Future Business 

Immediate profits shouid not be the 
main objective of the feed dealer. He 
should remember that the boys and 
girls of today will be the successful 
farmers in his community tomorrow. 
And it doesn’t take them long to grow 
up. Once they have become accus- 
tcmed to doing business with the deal- 
er they will invariably continue to 
come to his store for their 

Another good point. 


needs. 
Fathers and 
mothers are interested in the work that 
their boys and girls are doing, espec- 
ially if it is in connection with the 
farm, for too many rural youngsters 
have their hearts set on the city to- 
day. The feed dealer who interests 
the boy will soon have the father in- 
terested. A better approach couldn't 
be devised. 
Model Letter Suggested 

Direct letters sent to boys and girls 
right now will provide a good start 
for the feed dealer in getting ac- 
quainted with club workers in his ter- 
ritory. <A visit with the agricultural 
instructor of the high school or the 
club leader will usually yield the list 
of prospects. Following is a model 
direct letter suggested by The Feed 
Bag: 

“Dear Friend: 

“We know that you're out to win 
first prize with your calf. 
to you. 


Good luck 


“You are no doubt working out a 
ration that will make your calf gain 
the greatest number of pounds in the 
shortest time. As we understand this 
is the basis on which the winner of 
the prize is to be judged. 

“Mav we help you with this prob- 
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lem? We have been selling feeds and 
experimenting with rations for many 
years and will be pleased to have you 
visit our store to talk over a good 
ration and look over our brands of 
feeds. Bring your father with you. 

“Come in at your convenience for 
we are never too busy to give atten- 
tion to our progressive young farm- 
ers. 

“With success on 
your project, and hoping to see you 
at our store soon, we are, * * *.” 

Work Always Interesting 

This letter may be followed up by 
visits to the homes of the club mem- 
bers, if time permits, and in the mean- 
time contact with the club leaders may 


best wishes of 


be kept up to arrange for a meeting 
and luncheon sponsored by the dealer. 

Dealers who make an effort to get 
club work business will find their work 
pleasant, interesting and _ profitable. 
The Feed Bag will be pleased to hear 
from you after you have tried the plan. 


N. F. CROUCH has been appointed 
manager of the King Midas Mill Co. 
branch at Shakopee, Minn., to succeed 
John G. Vierling, resigned. 


D. O. ANDERSON, for many years 
associated with the Albert Dickinson 
Seed Co., at Owatonna, Minn., has re- 
signed and has purchased an interest 
in the Red Wing Feed & Seed Co., 
Red Wing, Minn. 


ANOKA FEED _ CO., Anoka, 
Minn., has moved from Second avenue 
to the Jordan block, due to an in- 
crease in the firm’s business and the 
necessity of having a down town of- 
fice. 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 
you are handling the best the 


world produces--and it doesn’t 
cost you one cent more than 


the other kind. 
ale | Darling & Company 
= Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


Raising Calves 


To Six Months 
Of Age 

By following the Globe 

method of calf-feeding 

you can save $15 to $20 

worth of the milk you 

have been feeding, and 


get bigger, better developed 
calves than ever bofore. 


Every Pound of Globe Calf Meal 
Replaces 10 Ibs. of Milk, Saving 187-207 


This is a real milk substitute, proved highly efficient 
and economical by wide spread use and extensive 
experimentation. It is easy to feed, requiring no boil- 
ing, cooking or ge It has a base of buttermilk, 
contains a variety of proteins, 

CKINSO 


finely ground minerals, condi- Dl N5 


tioning feeds and a trace of 
iodine (to prevent goitre)—all 
perfectly balanced to produce vigorous 
growth. It will save you money in rais- 
ing your own heifers to replace discard- 
ed cows, and is the modern nurse cow 
for heifers. TRY IT 
and you will always 
BUY IT. 


A MILK SUBSTITUTE 


Buy it in Mixed Cars or in Small Lots as you 
Need it. We are giving very Quick Service. 


THE ALBERT DICKINSON COMPANY 
CHICAGO MINNEAPOLIS 
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New York Feed Dealers 
Meet at Watertown 


Prof. E. S. Savage of the State Col- 
lege of Agriculture, Ithaca, N. Y., ad- 
dressed the members of the Northern 
New York Feed Merchants’ Associa- 
tion meeting at Watertown in April. 
So much interest was created by his 
talk that a round table discussion 
which followed lasted until nearly mid- 
night. 

The new association is holding 
monthly meetings and the membership 
and attendance is growing steadily. W. 
I. Roe, secretary, has arranged for 
some interesting speakers for the fu- 
ture meetings which are held on the 
first Thursday of each month. 

“IT want the feed merchants in New 
York State to know that we are glad 
to assist them at all times,” he assured 
the members. “It has been my plea- 
sure to help many of you to arrange 
your formulas and the facilities of the 
college are always at your disposal.” 

The next meeting of the association 
is scheduled for May 3. 


GEORGE S. CHESBRO, manager, 
formally opened the new J. P. Parks 
branch office at 327 South LaSalle 
street, Chicago, April 10. J. P. Parks, 
who will continue to personally man- 
age his office at Kansas City, Mo., an- 
nounces that his Chicago office will 
function on a strictly brokerage basis 
and specialize in millfeeds, linseed oil 
meal, cottonseed cake and meal, dried 
buttermilk, powdered skim milk, glu- 
ten feed and meal, corn oil cake meal, 
hominy feed and corn meal, oat by- 
products, screenings, milo-kaffir, meat 
scraps and tankage. 


GEO. POTGETER, Steamboat 
Rock, Iowa, reports that the feed busi- 
ness is developing fast in his part of 
the country and that he expects to get 
in early and get the business. 


HUGO TEWELES, president of the 
L. Teweles Seed Co., Milwaukee, left 
April 28 for Naples, Italy, on a com- 
bined business and pleasure trip in 
Europe. He will attend the Interna- 
tional. Seed Congress to be held in 
Boulogne, Italy, this year and _ will 
travel in several European countries 
before leaving Bremen, Germany, on 
July 26, for the United States. 


HENRY MENGER, Allenton, Wis., 
has installed a feed mixer and reports 
that he is doing a good business on 
mashes. 
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Eastern Federation Will Convene 
At Buffalo June 27, 28 


More Than 300 Feed Merchants Expected; Headquarters At Statler 
Many Dealers Plan To Combine Vacation With Trip To Convention 


HE board of directors of the 

' Eastern Federation of Feed 

Merchants unanimously voted 
to hold the 12th annual convention at 
Buffalo, N. Y., June 27 and 28. 

Selection of a convenient date was 
difficult. Farmers receive their milk 
checks on the 15th and 25th of each 
month and use the checks to pay their 
feed bills and merchants could not 
ieave during these periods. Earlier in 
the month feed men, who are active 
in local school affairs would be busy 
with graduation programs and many 
with sons or daughters in college ad- 
mitted they had been “dated.” 

Headquarters at Statler 

“The choice of June 27 and 28 
seems to be ideal,” said President Van 
Derzee. “It will not interfere with 
other convention dates and busy peri- 
ods in our business. It will permit our 
members to enjoy a week-end vaca- 
tion following the convention and still 
reach home for the first-of-the-month 
rush.” 

Headquarters will be maintained at 
the beautiful Statler hotel in which all 
meetings and a banquet are to be held. 
The convention room is equipped with 
an amplifier which will enable all to 
hear the speakers. Radio sets are in- 
stalled in each room of the hotel. 

Committees Appointed 

W. Sanford Van Derzee is chairman 
cf the general convention committee 
and the executive committee of the fe- 
deration will assist him. A committee 
of Buffalo feed men is to be appointed 
to arrange for the entertainment of the 
feed merchants and their families. 

To stimulate a large attendance Mr. 
Van Derzee has asked the advisory 
council to serve as a promotion com- 
mittee. The council comprises more 
than 30 members with representatives 
in natural geographic centers. Addi- 
tional members will be appointed to 
the promotion committee so that. a 
personal invitation may be extended 
to every retail feed merchant. 

Entertainment for Ladies 

Plans are being made to entertain 
more than 100 ladies and the program 
suggested by the general committee 
keep them busy happy 
throughout the convention. 

Each year more of the members 


will 


bring their families with them to the 
summer convention. The elaborate 
entertainment makes the convention 
a holiday as well as an inspiration to 
work harder in business. 

Directors Will Meet 

While the convention will not offic- 
ially start until 9:30 a. m., Wednesday, 
June 27, a meeting of the directors and 
officers of the federation will be held 
the preceding evening. At that time 
the special committee which is to ar- 
range a program of publicity will make 
its report. 

When the convention is officially 
opened the next morning it is expected 
that 300 delegates will be on hand to 
listen to the address of welcome by 
the mayor of Buffalo. ‘The reports of 
the officers will be brief and the mat- 
ter of routine business will be disposed 
of with little loss of time. 

Lecture on Cottonseed Meal 
The program is not completed but 


invitations have been issued to many 


prominent speakers. Emery L. Cocke, 
Atlanta, Ga., will speak at the opening 


session on “The Manufacture of Cot-, 


tonseed Meal and Description of 

Mr. Cocke will bring with 
him some cotton plants which are be- 
ing raised by the State Department of 
Agriculture and will illustrate his talk 
with pictures of each stage in the mak- 
ing of cottonseed meal from the grow- 
ing of the cotton plants to the final 
processing. 

Each feed association in the East will 
be invited to send a speaker to give a 
brief report of its activities. It is felt 
that by this method a éo0-operative ef- 
fort may be developed which will be 
wholesome to the whole trade and to 
the several organizations. 

Will Show Movies 

Those who attended the February 
convention held at Binghamton, N. Y., 
will have an opportunity to see them- 
selves as others see them. David K. 
Steenbergh, managing editor of The 
Feed Bag and secretary of the Central 
Retail Feed Association, took some 
interesting moving pictures of the con- 
vention delegates and these will be 
shown at Buffalo. Just when they 
will be fitted in on the program has 
not been decided because the wives of 
some of the members insist on being 


Grades.” 
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present at the showing. 

A question box will be placed on 
the information desk where members 
may leave their problems. At the clos- 
ing business session the box will be 
opened and the members given oppor- 
tunity to discuss the questions. It is 
believed that this method, which has 
been successfully tried by other asso- 
ciations will encourage the modest 
members to have a part in the conven- 
tion proceedings. 

The business sessions will be con- 


; fined to the mornings, while the after- 


noons and evenings will be open for en- 
tertainment and recreation. During the 
first afternoon Bufialo feed firms will 
hold open house and will entertain 
their customers and business friends. 
An opportunity will be given the mem- 
bers to see the great plants in opera- 
tion and to learn of the newest de- 
velopments in the manufacture and 
handling of feeds. 
' Big Banquet Planned 

In the evening the annual banquet 
will be held in the Statler hotel. It 
will be followed by entertainment. The 
ladies will have special tables in the 
center of the hall. The orchestra will 
play during the banquet and a versa- 
tile song leader will help to make the 
occasion merry. Following the ban- 
quet there will be speaking, followed 
by the entertainment program. 

The business sessions of the conven- 
tion will close at noon of the second 
day and the afternoon and evening are 
to be given over to trips and other 
entertainment. Countless parks, beach- 
es, and summer resorts are located 
near Buffalo and it is probable that 
one of these will be selected for the 
outing. 

W. A. Stannard, secretary, is sure 
that the convention will be the largest 
and most successful ever held by the 
federation. “Many members,” he de- 
clares, “will go by automobile, taking 
their entire families. They look for- 
ward to the summer meeting as an op- 
portunity to spend a profitable vaca- 
fion in the grain center of the East 
and then to tour the many interesting 
keauty spots and summer resorts en- 
route. It gives them a reasonable ex- 
cuse for a few days’ vacation when 
they can most enjoy it.” 
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Quaker points its advertis- 
ing right to the people in 
your community who buy 
commercial feeds. 


A Quaker representative 
will be glad to show you 
how this strong selling 
effort goes directly into 
your neighborhood— 
through magazines, by 
letters, folders, booklets 
and advertising in your 


—right 
your customers! 


local newspapers. 


Alert dealers appreciate 
this kind of co-operation, 
and make the most of it. 
They appreciate, too, the 
ability to get feeds and 
flour in the same car. 


These are just a few of the 
advantages of being a 
Quaker Dealer. Learn the 
complete story. Just write 
today (a card will do) to 


The Quaker @mpany 


CHICAGO, U.S. A. 


Quaker 
FUL-Q-PEP 


POULTRY FEEDS 


SELL THE FEEDS IN STRIPED SACKS 
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NEW ERA DEMANDS Grandfather used to take us on 
DELIVERY SERVICE his knee, when we were little 

tots, to tell how he carried sacks 
of wheat over winding, rocky trails through the woods to 
a mill eight miles from his home. As we grew a little 
older we can recall long rides to town on the rough riding 
farm wagon with its high seat when dad left early in the 
morning with a heaping load of grain and returned late in 
the evening with flour for mother’s pantry and feed for 
the dairy herd. But those old days are gone forever. 

A new era of service to farmers is here. Grandsons of 
pioneers who trudged to and from the flour mill on foot, 
are expecting the grandsons of the pioneer miller to bring 
products to their door with heavy duty trucks over hard 
surfaced highways. 

Modern farmers scorn the idea of wasting hours on the 
road with a team of horses driving to the dealer’s store and 
returning with a load of teed. Several farms maintain 
trucks, but they are of the light duty type and are incap- 
able of carrying more than a few sacks. A meager number 
of farmers own one or two ton vehicles. Touring cars with 
bags laid upon the front fenders and in the rear seat are a 
more common means of farm hauling. 

Dealers who maintain trucks will find abundant oppor- 
tunities to use them. Scveral feed men who have aiready ans- 
wered the demand of the new era are successtully operating 
a delivery service to farmers and they have realized in- 
creased business and good will. 

The Feed Bag, in future issues, will present articles ex- 
plaining the methods used by these dealers and the business 
advantages which result. One essential should be observed 
by dealers who adopt delivery service. That is the appor- 
tioning of charges to offset the investment cost and operat- 
ing expense. Various ways of covering expenses and real- 
izing a surplus are possible. These will also be explained 
from practical experiences of dealers in future articles in 
The Feed Bag. Watch for them. 


A NEW SERVICE What's on your mind? 

FOR READERS If it is a problem about feeding 
methods, correct dairy, poultry or 

hog rations to suggest to your farmer customers under 

various circumstances, in fact anything that arises upon 

which you desire information, The Feed Beg will do its 

best to solve it for you. 

Beginning with this issue a special page will be devoted 
to questions and answers, selected from letters sent by feed 
dealers. The aim of the new feature is to help you give 
better service to your farmer customers in suggesting pro- 
per feeding methods. There is need for this work and it is 
vitally important for the welfare of the feed industry. If 
you can increase the milk production of a dairy herd, poul- 
try flock, or add bigger gains in weight to a litter of hogs 
you are increasing the wealth of the farmer, and in turn 
he can spend more at your store and pay cash for it. 

You are invited to submit any question relative to feed- 
ing or problems of business. Our experienced staff wili 
compile the answers and they will be published in the suc- 
ceeding issue of The Feed Bag. Questions which are not 
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considered of general interest will be answered by mail. 
The page is entirely for your benefit, and we want you to 
use it. 

Remember, The Feed Bag is always at your service. 
Let it now solve the feeding problems of your customers 
as they are presented to you. 


OUR NEW COVER It is our desire to make The Feed 
ILLUSTRATIONS Bag attractive and interesting as 
well as helpful and inspiring. 

We have therefore engaged J. Gielens, a well-known 
animal illustrator, to make a series of pen drawings which 
will appear from time to time on the covers of “The Deal- 
ers’ Paver of the Feed Industry.” 

During March and April an illustration of a flock of 
S. C. White Leghorns appeared on the front cover of The 
Feed Bag. This month a litter of Chester White hogs is 
pictured in forage. On covers of other issues will appear 
a realistic farm scene of a herd of Holstein cattle. 

Dealers who wish to use these illustrations in their 
advertising, may obtain small size cuts for $1.00 each by 
writing to The Feed Bag. We will be glad to supply them 
at this low cost, for we believe they will increase the ap- 
peal of literature sent to farmers. The cuts are three and 
one-half inches in diameter, as illustrated on page 13 of this 
issue of The Feed Bag. 


CONVENTIONS “Oh, what is so rare as a convention 
IN JUNE in June.” Feed dealers in the East 
and Central Northwest are especially 
fortunate this year to have tke dates of their annual parleys 
during the sunniest and happiest month of the season. 

The Central Retail Feed Association will hold its an- 
nual convention at the Plankinton hotel, Milwaukee, on 
June 12 and 13 and the Eastern, Federation of Feed Mer- 
chants has set its dates for June 27 and 28 at the Statler 
hotel, Buffalo, N. Y. 

With these two events held during a month when skies 
are blue and the call of the road is strong the feed trade 
should be represented to a man. Fill the gasoline tank, 
hook on a spare tire, bustle the wife and’ family into the 
eager old bus, and you’re off to Milwaukee or Buffalo. You 
can start several days earlier and make your trip to and 
from the convention a vacation, stopping at the many scenic 
points that are abundant on the roads to both convention 
cities. You and the family will have many pleasures on 
your trip and a score of them will be waiting for you at 
convention headquarters. 

Elaborate programs have been arranged by the commit- 
tees of both organizations. While the wife and family en- 
joy themselves and see the town in the special arrange- 
ments made for them, you will learn practical ideas from 
experienced men engaged to speak and you will participate 
in discussions upon vital problems that concern every dealer. 

Then, watch the business back home buzz with a new 
tone when you return, inspired, refreshed and full of new 
plans that will keep the dust off the cash register. 

Tune up the old bus now for your convention trip. You 
will not be lonesome. 

Everybody’s going. 
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Carefully Sifted For Feed Dealer Consumption 


Business now appears to go “past- 

ure” door, doesn’t it? 
*x* * * 
AN EVEN START 

An insurance salesman was giving 
free advice to a feed dealer. “Do you 
know,” he said, “that I began life as a 
barefoot boy?” 

“Well,” returned the feed dealer, “I 
wasn’t born with shoes on either.” 

* * * 

Another candidate for the Dumb Bell 
Club is the city bird who thinks a 
milking machine is a cow. 

*x* * * 
IF WE COLLECTED AS 
WE FELT 

January 1—Please remit. 

February 1—Please pay. 

Marcn 1—Please. Please. 

April 1—For the luvva Mike, cough 
up! 

May 1—The law will take care of 
you. 


June 1—I always knew you were a 
dead _ beat. 
July 1—When did you die? 


Established 1825 
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Representatives: Strong-Scott Mfg. Co., Minneap- 
olis, Minn.; F. J. Conrad, Cedar Rapids, Ia.; A. D. 
Hughes & Co., Wayland, Mich. 


August 1—**?!!XX*!* I hope you're 
(Censored). 

* *x* * 

A feed dealer at Stillville, Ky., has 
retired to live in a mansion. He gave 
a five gallon still free with every bushel 
of corn. 


in 


* * * 


PIECEFUL REST 
Matches and gas were the fateful end 
Of a feed dealer’s hold on life’s leases; 
His tombstone reads that he’s resting 

in peace, 
But we know that he’s resting in 
pieces. 
* * 

Why do most men insist on locking 
their doors when they know they won’t 
be able to find the keyhole when they 
return? 

x Ok Ok 
HIRED! 

Feed dealer (to applicant): “If you 
understand double entry bookkeeping. 
I'll give you the job.” 

Applicant: “Why, sir, I can do triple 
entry bookkeeping. At my last job I 


That it is still of material and profitable assis- 
tance to its present owners, the Wyocena Farm- 
ers Coop. Co., is a matter of record (see oppo- 


site page.) 


When you buy your mill, you want one which 
will go on and on through the years building 


up profits for you 


Why not use the coupon and investigate the “‘lasting”’ 
Munson for yourself? There is no obligation. 


Note: The Superior Batch Mixer 
is another Munson product. 


Munson Mill Machinery Co., Inc. 


UTICA, N. Y. 
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Nearly ten years ago 


a Munson Ball Bearing Attrition Mill was in- 
stalled at Wyocena, Wis. 


kept a set for the active partner show- 
ing the real profits, a set for the sleep- 
ing partner showing small profits, and 
a set for the income tax officials show- 
ing no profit.” 

* * 


Concentration creates power. Con- 
sider the hornet who can lift a 300 
pound man 20 feet in half a second. 

ok * 


SHORT, SHORT STORY 
Bill: “What were Jim’s last words?” 
Ding: “It sure tastes like real stuff.” 

—The White Swan 


* * * 


Farmer gazing on New York’s traffic 
for the first time. “My gosh, Hiram, 
them fellers are back on their haulin’, 
ain’t they?” 

* * 
BUSINESS BUZZES 

“Clean up! Clean up!” chirps the 
robin. 

Too much overhead isn't safe for 
life or business. 

Popularity fits in the parlor, but it 
don’t fill the pantry shelves. 

Work keeps a man in_ straighter 
paths than laws. 

A want ad may regain a customer’s 
watch, but his confidence in you, if lost, 
is gone forever. 


Munson Mill 
achinery 
Co., Inc., 


Utica, N. Y. 
Gentlemen: 


Without obligation, send us 
catalog describing the Munson 
Attrition Mill in detail. 


ay 
sa tb 
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Mixing Service Attracts New Trade 
To Retail Feed Store 


Sale of Commercial Brands Not Handicapped By Custom Installation 
Extra Business From Farmers Trying Experimental Station Rations 


man who is a good mixer. 
Farmers are getting that way 
too. They pick the dealer who is a 
good mixer—of feeds. 


Gian who business men pick the 


Serving the “New” Farmer 

Jones, up on the hill, isn’t the slip- 
shod farmer of yesterday. He is now a 
dairyman, a poultryman, and an agri- 
culturist. He’s been to school in his 
own home. He’s read bulletins from 
his state university and he’s digested 
pages of farm newspapers. Knowl- 
edge of better, scientific farming is 
even coming to him on the air. 

The feed dealer must equip himself 
to meet the demands of this “new” 
farmer. 

Not very long ago a “balanced ra- 
tion” and “feeding for profit” were 
terms confined to specialists and pro- 
fessors of agricultural colleges. But 
they are now the common language of 
the farmer, and they have become a 
vital part of his occupation. He is 
now clearing a space in his granary 
and with the knowledge broadcasted 
to him is mixing rations of his own 
and experimenting with them. This 
task, however, is slow and_ back 
breaking, and the feed dealer who will 
furnish his place of business with ade- 
quate grinding and mixing machinery 
will find a path beaten to his door. 

Helps Commercial Brands 

“But—doesn't that decrease 
commercial feed sales?” the 
dealer inquires aghast. 

Why should it?) A dealer may con- 
tinue to advertise and to promote his 
commercial brands. Many farmers 
prefer them to mixing their own feeds. 
But why obtain only a part of the 
business in your territory? 


my 
feed 


A farmer who is determined to feed 
his own ration will do it. If he can't 
find a place to have the ingredients 
mixed he’s going to roll up his sleeves, 
take a shovel and do it himself. He 
shouldn’t be ignored just because he 
doesn’t believe in commercial feeds. 
Give him mixing service. By getting 
the home ration farmer to come to 
your store, a feed dealer's commercial 
feed sales are actually boosted. You 
can't sell commercial feeds without 


By Emil 


contacting your prospects the 
most desirable contact is obtained 
when the farmer voluntarily comes in- 
to your store. 


Other Profit Advantages 
Supplying of special ingredients for 


mixing in the farmer's” rations is 


Wyocena Farmers’ Co-operative Co. 


another profit machinery opportunity 
opened up to dealers having mixing 
equipment. The average dairyman or 
poultry man cannot raise everything 
that composes a profitable mixture. 
He must purchase gluten, meal, dried 
buttermilk, meat scraps, yeast foam, 
cottonseed meal, linseed meal, grit, 
oyster shells, oil meal, bone meal, and 
other odds and ends from the dealer’s 
stock. 

Equipment ‘for simple but complete 
mixing service will cost a dealer ap- 
proximately $3,700.00 and in many 
cases can be obtained for a smaller 
investment. Practically every dealer 
is equipped with a grinding mill. This 
is the first requirement for a mixing 
service outlay, since many farmers 
will request grinding facilities for the 
home grains that are used in the mix- 
ture. If a dealer is located in a corn 
growing section he will need a com- 
bination sheller and cob crusher and 
a cracker and grader or perkaps an 
oat huller and corn cracker. The next 
essential is a good feed mixer. Size 
preferred by most dealers is the ton 
or half ton, which may be obtained 
from various manufacturers at an ap- 
proximate cost of $1,000.00. 

Wyocena Dealer’s Experience 

Many dealers will perhaps hesitate 
to invest this amount, but experience 
of the Wyocena Farmers’ Co-opera- 
tive Co., Wyocena, Wis., proves that 
it pays. 


Gordon W. Spear who manages the 


THE FEED BAG—MAY, 1928 


J. Blacsky 


Ot THE FEED BAG Editorial Staff 


business assures dealers that the ad- 
dition of a mixing service to a feed 
establishment is a business booster, a 
stimulus for commercial feed sales, 
and a good will builder. 

The Wyocena co-operative started 
under difficult circumstances. A move 
for organization was launched in 1921 
during the time of financial depres- 
sion among farmers following the 
World War. After persistent work 
$8,000 was accumulated for a nucleus 
and the co-operative started business. 
‘Today the organization has a surplus 
of $9,000 in the bank and its future 
is bright. The increase in business 
for 1927 alone was $20,000 over the 
previous year. And a large portion 
of this gain is attributed directly to 
the feed mixing service which was 
installed in 1925! 

Equipment at Wyocena 

Outlay of equipment in the build- 
ing is convenient and neat. A Mun- 
son attrition mill is installed for 
grinding; a Sullivan corn crusher and 
sheller accommodates customers who 
bring corn on the cob for their ra- 
tions, and a McLellan mixer manu- 
factured by the Anglo American Mill 
Co., Owensboro, Ky., thoroughly 
mixes the ingredients. Entire cost of 
all equipment was $3700. 

The mixing service attracts farmers 
from more than 20 miles away. Most 
of the customers are those who have 
become acquainted with literature 
distributed by the University of Wis- 
consin on profitable rations and who 
compound their mixture according to 
them. 

“Mixing a ration by shoveling,” de- 
clared Mr. Spear, “is a back break- 
ing and slow job. Farmers dislike it, 
and if they can get service from a feed 
dealer they will gladly come to him 
and pay the charge. We usually mix 
up the feeds which the farmer de- 
mands and we are often asked for ad- 
vice. Of course, we must also keep 
posted on feeds and feeding to gain 
the confidence of the farmers and get 
results for them. 

“Our commercial feed sales are 
greatly increased by the mixing ser- 
vice, as farmers see their neighbors 
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buying by brand and become ac- 
guainted with manufacturers’ advertis- 
ing. We also sell much more corn 
gluten, cottonseed meal and other in- 
gredients since we installed the mix- 
ing machinery. service has 
brought many farmers to the store 
who perhaps would not come other- 
wise.” 
Charges $1.00 Per Ton 

The Wyocena Farmers’ Co-opera- 
tive Co. makes a charge of $1.00 a ton 
for mixing. During 1927 the firm mixed 
more than 500 tons of feed for cus- 
tomers and about 200 tons of its own 
mixtures which it markets under the 
trade name of “Wyocena”. Mr. Spear 
reports that the service returns a sub- 
stantial profit on the investment from 
the mixing charge and the additional 
feed sales that are secured, besides 
the new business which it attracts and 
holds. 

Dealers should first study their ter- 
ritory before installing the feature in 
their business, Mr. Spear advises. If 
possible a check should be made on 
the number of farmers who are com- 
pounding and feeding their own ra- 
tions. The next step is the purchase 
of equipment. Mr. Spear recommends 
a half ton mixer and states that this 
type of machine will prepare a batch 
of feed in three minutes. A grinder 


with a good capacity, corn grader, 
cracker, cob crusher and sheller, oat 
huller, and necessary elevators com- 
plete the layout. Farmers in the 
dealer’s territory may then be in- 
formed of the new service by local 
newspaper advertising or direct mail. 
Feeding Knowledge Essential 

But back of the service, Mr. Spear 
emphasizes, must be a dealer who 
possesses a knowledge of how to com- 
pound rations himself, and who can 
suggest an accurate mixture for a 
farmer who desires suggestions. Read- 
ing of university bulletins and other 
literature on feeds and feeding will 
supply this. Practical experimenting 
will also teach the dealer many valu- 
able ideas. 


Mr. Spear, besides successfully 
managing the Wyocena Farmers’ Co- 
operative Co., owns a 320 acre farm, 
and knows whereof he speaks when 
he talks to his customers. 


CHAS. MANN CO., Mayville, Wis., 
has leased the grist and feed mill of 
the Northwestern Milling Co. 


L. TEWELES SEED CO., Milwau- 
kee, Wis., has opened a branch dis- 
tributing house at Marshalltown, Ia., 
with G. F. Kersey in charge. 


County Groups Active 
In New Jersey 


County groups formed by the New 
Jersey Feed Dealers’ Association are 
holding regular monthly meetings to 
discuss local problems and are creat- 
ing enthusiasm in the feed trade. 

At a meeting held recently at Pas- 
saic, N. J., practically all of the deal- 
ers in the section were present and a 
lively discussion hour was conducted. 

The Morris county group met at 
Morristown in March and decided that 
they would enlarge their local unit to 
include the nearby towns in two other 
counties and have therefore changed 
their name to the Tri-county Group. 
At their last meeting, held April 18 in 
Morristown, G. H. Quimby of that 
city was selected as group chairman. 
A substantial increase in membership 
was reported. The dealers are opti- 
mistic as to trade outlook and predict 
a brisk spring business. 

Henry E. Franke, Kearney, N. J., is 
president of the New Jersey associa- 
tion and he has an active helper in 
H. J. Samuelson, Toms River, who is 
secretary. 


HANOVER MILLING CO., Han- 
over, Minn., has filed a_ petition in 
bankruptcy. 


Costs Less to Run— Large Capacity — Grinds Fine or 


Coarse—Rugged—Best All Around Feed Grinder 


The Monarch grinds at lowest cost per ton. 
bit of power applied is used in useful grinding. Our 
patented method of mounting the ball 
bearings keep the grinding plates per- 
fectly true. Unequalled hardness 
and durability of Monarch plates 
keep operating cost down to the 


minimum. 


Grinds All Kind of Grain 


Every 


The Monarch will grind corn, corn and cob, 
oats, barley, screenings, bran and other products 


to any degree of fineness. No screens to change 
or stopping of the mill to grind the way your 
trade wants it done. Just a turn of the hand- 
wheel one way or the other gives you immediate 


results. 


The sturdiest and best all around feed grinder ever built. 


Belt 
Driven If 
Desired 


Many in use fifteen years and still giving excellent service. 


Thousands of mills and elevators have increased their profits and built up a satisfied list of customers with a Monarch. 


It will do as much for you. Nine different sizes with capacities of 1,000 to 12,000 pounds per hour. 


Catalogs on request. 


( 

| Sprout, Waldron & Co. Feed 
Mill 1100 Sherman St., MUNCY, PA. Mill 
| Clinton St. 612 New England Bidg. 726 Harrison St.” 
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American Feed Manufacturers Meet 
At West Baden, May 24-26 


Smith, Bohstedt, Arms, Engaged To Speak On Pratical Subjects 
Golf Tournament, Horseshoe Contest, Bridge For Ladies Planned 


R. PHILLIP H. SMITH, Am- 
D herst, Mass., president of the 

Association of Feed Control 
Officials; Dr. G. Bohstedt, Madison, 
Wis., professor of animal husbandry 
at the University of Wisconsin; and 
Eugene Arms, manager of the Mutual 
lire Prevention Bureau, Chicago, will 
be the guest speakers at the regular 
sessions of the 20th annual conven- 
tion of the American Feed Manufac- 
‘turers’ Association to be held at the 
West Baden Springs Hotel, West Ba- 
den, Ind., May 24, 25 and 26. 

All regular sessions of the conven- 
tion will be held mornings beginning 
promptly at 10:00 a. m. and adjourn- 
ing not later than 12:30 noon. After- 
noons have been sect aside for a golf 
tournament, horseshoe pitching con- 
test and bridge party for the ladies. 
The annual dinner will be held at 7:30 
p. m., Thursday, May 24. Hon. Ed- 
win P. Morrow, Lexington, Ky., for- 
mer governor of Kentucky, will deliver 
the principal address on the subject, 
“Our American Heritage.” 

Programs Each Morning 

Thursday morning’s program will 
include annual addresses and reports 
by President W. E. Suits, of the Qua- 
ker Oats Co., Chicago; Chairman of 
the Executive Committee D. W. Mc- 
Millen, of the McMillen Co., Ft. 
Wayne, Ind.; Secretary L. F. Brown, 
Chicago; Treasurer W. R. Anderson, 
Flour and Feed, Milwaukee; Traffic 
Manager R. M. Field, Chicago, and Dr. 
Smith’s address on the subject: ‘“Feed- 
ing Stuffs Legislation—A Glance Into 
the Past, What of the Future?” 

Dr. Bohstedt and Mr. Arms _ will 
share the entire morning’s program 
on Friday May 25. Following the 
scheduled addresses they will be pre- 
pared to answer all questions submit- 
ted to them by members of the associa- 
tion in attendance in the meeting. Sat- 
urday morning will be devoted to a 
short business session concluding with 
election of officers and meetings of 
the newly elected board of directors 
and executive committee. 

Special Cars From Chicago 

F. C. Greutker, Cereal By-Products 
Co., Buffalo, is chairman of the com- 
mittee in charge of the golf tourna- 
ment, horseshoe pitching contest and 


bridge party for the ladies. Mr. Field 
will serve as secretary of the commit- 
tee and other members of the commit- 
tee include Lloyd Hedrick, Geo. G. 
Keith and D. G. Lowell. 

Secretary Brown has made arrange- 
ments for members of the association, 
who can conveniently do so, to leave 
for the convention in a body on special 
cars via the Monon route, leaving 
Chicago at 9:00 p. m., Wednesday, 
May 23. Sleeping car reservations for 
the trip may be made with Secretary 
Brown by writing him in care of the 
general offices of the association at 53 
West Jackson blvd., Chicago. The 
Southern Feed Manufacturers’ Associ- 
ation will hold’an informal meeting at 
the West Baden Springs hotel, Wed- 
nesday afternoon, June Z3. It is ex- 
pected that the southern manufactur- 
ers will arrange to travel to West 
Baden in special cars from Memphis. 

Officers of the American Feed Man- 
ufacturers’ Association, not previously 


named, include First Vice-President E. 
B. Savage, Minneapolis; Second-Vice- 
President W. R. Smith-Vaniz, Mem- 
phis; and Third Vice-President C. A. 
Coddington, Cayuga, N. Y. 

Members of the executive committee 
in addition to Chairman McMillen are: 
H. A. Abbott, Chicago; G. A. Chap- 
man, Chicago; J. B. Edgar, Memphis; 
Searle Mowat, Detroit; A. F. Seay, St. 
Louis, and the president ex-officio. 

Members of the board of directors 
are: A. E. Lippelman, Cincinnati, 
chairman; F. J. Ludwig, Boston; J. 
M. Adam, St. Louis; Edward Dresch- 
er, St. Louis; H. M. Goldsmith, One- 
onta, N. Y.; H. L. Hanes, Nashville: 
O. E. M. Keller, Chicago; E. R. Lau- 
er, Butialo; D. G. Lowell, Minneapo- 
lis; M. M. Nowak, Hammond; Jim 
Rapier, Owensboro, Ky.; G. W. Sel- 
ders, Kansas City; Geo. E. Todd, Buf- 
falo; G. J. Stene, Fort Worth, Texas; 
J. M. Milson, Meridian, Miss., and the 
president ex-officio. 


No More Sleeplesss Nights 
For Elderon Dealers 


worrying about slow ac- 


counts,” * writes James M. 
sailey, Elderon, Wis., to The Feed 
Bag. He has changed to a cash basis 


in co-operation with his co-dealers, 
Norrbom & Stenson, and the town is 
now credit proof in the feed business. 

They notified their customers with 
a printed circular, as follows: 

“Because of the continued high cost 
of doing business and because it is im- 
possible to longer withstand the bur- 
den of carrying outstanding accounts, 
we have decided that beginning April 
16, 1928, our feed, grain, flour and seed 
business will be conducted strictly on 
a cash basis. 

“By doing so we will accomplish 
several things: it will enable us to 
keep down operating expenses; we will 
no longer make collections, send state- 
ments, or pay interest on borrowed 
money: consequently, our service to 
you will be improved. 

“Also, it will remove from those who 
are fair and prompt in their dealings 
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the load of carrying those who are 
slow and forgetful. While it might 
work a slight temporary hardship on a 
few, it will be only a matter of a short 
time until the readjustment is made 
which will be a distinct benefit to all. 
“Believing that any fair-minded per- 
son will agree with us that since we 
are forced to. conduct the buying end 
of our business on a cash basis, it is 
no more than right that we conduct 
the selling end on the same basis.” 
The Feed Bag wishes to congratu- 
late Mr. Bailey and Norrbom & Sten- 
son for their decision. They will un- 
doubtedly that they 
moved wisely for bigger profits as well 


discover have 
as more nights of good, sound sleep. 
They are especially to be compli- 
mented for co-operating in making 
their town credit proof. With both of 
them taking the stand their customers 
will realize that they mean business, 
and they will produce the cash. 

Let’s have more dealers like Bailey, 
Norrbom & Stenson. 
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Cooler Grinding 
Larger Capacity— 


With Less Power 
at Lower Cost. 


The A-C VERTICAL GRINDER 


Is equipped with Allis-Chalmers 

motor arranged for pipe ventila- | 
tion, will grind any kind of grain | 
also screenings, by-products of _ | 
wheat and corn mills. Will do 

the work of any Attrition Mill, 

in less space, giving more capacity 

per horsepower. Prices are less 

than you think. 


ALLIS-CHALMERS MFG. CO., 
Milwaukee, Wis. 


' Please send me Bulletin No. 2103 descriptive of 
Allis-Chalmers Vertical Grinder. 


Name 


MILWAUKEE, WIS. USA 
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Poultryman Tells Why He Changed 


To Commercial Feeds 


‘Makes Me More Money,” He Writes As Main Reason For Feeding Them 
Finds Scoop Shovel Mixing Lacks Uniformity And Is Hard On Back 


By S. P. Smyth 


Courtesy of THE POULTRY TRIBUNE 


NTIL about a year ago I had 
i | mixed practically all of my 

feeds for a flock of 3,000 lay- 
ing hens and the rearing of some 5,000 
chicks each year. I didn’t do this, as 
some people assumed, because I 
thought I could mix better feed than 
I could buy ready mixed, but simply 
because I could do it cheaper. 

I was willing to take a smaller pro- 
cuction and higher mortality, because 
I figured that the extra cost of ready 
mixed feeds more than overbalanced 
the added returns. So you see it is not 
@ case of sentiment one way or the 
cther, but a cold cash proposition with 
us. 

Changed for Greater Profits 

When I am asked why I changed 
to a commercial poultry feed about 18 
months ago for my entire flock, I can 
answer in one short sentence: Because 
I think it makes me more money and 
therefore is economically sound busi- 
ness. 

The trouble has been that the com- 
mercial feeds sold at too high a price. 
I therefore do not feel that there is 
so much a change in my attitude 
toward the feed proposition as there is 
on the part of the manufacturers of 
commercial feeds. They no longer rely 
on the selling of an occasional sack of 
high priced, long profit feed to the 
fancier and poultry specialist, but are 


going after the big mass of commercial 
poultry feeding. They study feeding 
requirements, concoct a ration that will 
give results, and then sell it so that 
! can’t afford to mix my own! 

To get at the reasons commercial 
feeds pay better, I think it can best 
be done by considering the weakness 
of the home mixing methods. 


About Secret Formulas 


First, let us consider the formula of 
the proposed mixture to be used. There 
is where a great many mistaken ideas 
come in. Many poultrymen think that 
the commercial feed concerns have an 
expert that makes up a secret formula 
and that all the merits of a certain 
brand of feed lies in this mysterious 
formula that will make hens lay wheth- 
er they want to or not. 7 

The iruth of the matter is that all 
that is known about feeding hens to- 
day is pretty generally known by all 
feed manufacturers and poultry feeders 
in general. 

You can get a perfectly good for- 
mula for home mixed rations from 
your agricultural experiment station 
for the asking. You may get a for- 
mula more simple in its make-up than 
those used by commercial firms, but 
this is because the one answering your 
letter knows that he must give you a 
ration for which you can get and will 
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get the necessary ingredients. When 
the college professor gives a ration of 
bran, shorts and tankage to a farmer, 
he doesn’t figure that as the best ra- 
t:on, but rather as a first step in the 
right <lirection from corn and water. 


Many Kinds of Protein 


One thing that we have learned 
about feeding in the last few years is 
that protein is not always protein, or 
in other words there are a great va- 
riety of proteins each of which has a 
given purpose in nutrition. Different 
feeds contain different ones of these 
proteins in different proportions. 

Therefore, a feed that gets its pro- 
tein from several different sources 
should give better results than one 
from fewer sources. 

A few years ago we were using a 
mash with 22 per cent protein, most- 
ly from one source. Now we get bet- 
ter results from 18 per cent protein 
mash, where protein comes from seven 
or eight different sources. Some of 
our best feed experts think that as we 
learn more about this subject of bal- 


_ancing up the protein that we may 


be able to go as low as 14 per cent to 
15 per cent protein in our mash. It is 
hard to secure and home-mix the in- 
gredients of a mash and get our pro- 
tein from enough sources. 

Next, let us consider the ingredients 
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~ But The New 


GRANULATED ALI-MASH 


For Baby Chicks. 


@ Often does the feed-store owner gaze with envy at 
the grocery-store across the street. 


@ To the feed-man, it seems that what his business 
lacks is a ‘‘quick-seller’’—a product that turns over 
surely and often at a worth-while profit. 


Q Exactly that kind of a ‘“‘quick-seller’’ has just been placed 
on the market by Chapin & Company. (In the feed-busi- 
ness since 1874.) 


g It is named CHAPIN KERNELS—an all-mash poultry-’ 


feed made in the form of small granules for growing chicks 
and laying hens. 


@ Made by a patented process that steam-cooks, toasts and 
reduces the mash to granules. Screens take out the dust 
and insure uniform size of kernels. 


g Put up in both 25 and 100-!b. cloth sacks, attractively 
printed. 


q Chapin Kernels is the one feed that your competitor can- 
not imitate with a “‘just-as-good”’ feed at a lower price. 


q Write today for sample. It will pay you to secure the 
exclusive sale of Chapin Kernels in your town or city. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, Ill. 
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that are going into this formula to 
make a perfectly good feed. The home 
mixer must buy ingredients at retail 
and has, no way of testing them for a 
lot of things the commercial firms test 
for. Some ingredients are hard to buy 
on local markets. When we were do- 
ing our Own mixing we were usually 
out of one or more ingredients and 
of course, hens had to be fed so those 
ingredients were left out or substituted. 

Lack of uniformity in any feeding 
program plays havoc with egg produc- 
tion. At present we find that to buy 
all the ingredients at retail prices will 
cost us more than the commercial feed 
costs. Commercial firms buy in car- 
load lots at wholesale. They have ex- 
perts always on the market who know 
when to buy and what to buy. 

Hand Mixing Hard Job 

Now having the formula and ingre- 
dients we must get the feed mixed. 
Scoop shovel mixing takes labor and 
doesn’t mix the feed as uniformly as 
does a special mixing machine used by 
all commercial feed manufacturers. 
Every mouth full of feed, when prop- 
erly mixed, should have all the ingred- 
icnts in the right proportion to give 
the desired results. With a scoop 
shovel of mixed feed one hen may eat 
an entirely different ration from an- 
other hen in the same pen. 

In summing up let me impress this 
one thing that to be able to mix a 
satisfactory ration, the hard part isn't 
in getting the formula, but in getting 
the proper ingredients and in properly 
mixing it. 

The commercial feed manufacturers 
have changed a great deal in the last 
few years. They are studying the 
poultryman’s requirements and _ are 
putting out feed that will give results 
at a price that will make the poultry- 
man a profit. Just as long as the com- 
mercial firms can sell the poultrymen a 
feed that will make them more money 
than their home mixed feed, just that 
long and no longer will the use of 
commercial feeds increase. 

Personally, we have found commer- 
cial feeds a money making proposition, 
and as long as that exists, we will con- 
tinue to use them. 


JOHN ANDERS, who formerly op- 
erated a feed business at Rahns, Pa., 
has purchased the feed store at Old 
Zionsville, Pa., which has been con- 
ducted for many years by Mr. Koons. 


MAURICE SHAPIRO has taken 
cver the management of the feed de- 
partment of The Great Valley Mills, 
Paoli, Pa. 
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More Business Awaits Man Who Tells 
Trade What And How To Feed 


Farmers Need Service That Will Increase Poultry, Hog And Dairy Profits 
TheFeed Bag Has New Department To Help Dealers Gain Facts On Feeding 


NY Tom, Dick and Harry can't 
A run a feed business today. 

The man who merely knows 
how much profit to figure on an item 
which he sells, just to keep himself 
off the red side of the ledger and pro- 
vide for his family doesn’t fit in the 
modern feed store. Farmers of today 
want more than a shop-keeper. They 
have learned to demand service. They 
want feeding facts, not hot stove league 
advice. In other words of our Ameri- 
can slang, a feed dealer must “know 
his stuff.” His stuff is feeds and feed- 
ing. 

Profits Depend on Feeding 

In every dealer's territory are farm- 
ers who are plodding along with a 
mortgage touching their heels because 
their dairy herd is not producing at a 
profit. Wrong feeding, nine times out 
of ten, is the reason. In Wisconsin 
alone over one-third of the variations 
in milk production found on farms is 
caused by differences in the amount of 
feed given to the cows. Some dairy- 
men in the state average less than 3,000 
pounds of milk from one cow in a year. 
Their neighbors who have learned how 
to feed correctly realize yields of 7,000 
to 10,000 pounds from each animal. 

The feed dealer must be the mis- 
sionary among the “wrong feeders” in 
his community. He has a double mo- 
tive—building good will among his cus- 
tomers and increasing the sale of the 
feeds which he stocks. 

Dealer Must Know Facts 

But, before he.attempts to teach 
Farmer Jones, he must have learned 
himself. The rural folks are weary of 
ballyhoo. They’ve heard too much of 
it, and they have toppled for it with 
sorrowful consequences. The farmer 
wants to be shown. 

A feed dealer who has gained a 
knowledge of feeds and who knows in 
what proportions to chuck them into 
the manger to insure the highest milk 
production at lowest cost or more eggs 
for less money has a message to which 
Farmer Jones will give a willing ear 
and an open purse. If he approaches 
the farmer with the attitude of “I'll 
help you” beaming all over him, the 
dealer will be a welcome visitor. Ex- 
tra cans of milk and bigger figures on 

(Continued on Page Thirty-two) 


and Answer Department. 
those of your feeders. 


Ask Che feed B 


The best feeding and business authorities of the United States 
are co-operating with The Feed Bag in conducting this Question 
Write us about your problems and 


What is this “overhead cost” I hear 
about in feeding dairy cows?—O. R. S. 
“Overhead” is the cost of feed neces- 
sary to keep up the body weight of the 
cow. At present feed prices the cost 
is about $50.00 a year per animal. 
* 

How much butter fat should a cow 
produce to be considered profitable ?— 
F. B, 

A fairly good cow will produce from 
45 to 60 pounds of butter fat in 30 
days. 

When is the most desirable time to 
have cows freshen?—F. H. 

in the fall of the year. 

Should cows be fed a fattening ra- 
tion while they are dry to get them 
in condition for freshening?—C. E. T. 

This is an 
feed. 


expensive way to use 
Only in the case of an excep- 
tionally high producing cow that runs 
down during the milking period 
should this be done. The average cow 
should be kept in good bodily condi- 
tion but not fattened. 

Ok 

What is the proper proportion of di- 
gestible crude protein to be used with 
other digestible nutrients in a dairy 
ration for best results?—W. E. H. 

The proportion which is generally 
conceded to produce the most milk at 
the lowest cost is one pound of diges- 
tible crude protein to seven or eight 
pounds of other digestible nutrients. 

ok 

I have received several complaints 
from a farmer customer who finds that 
his feed spoils while stored in the 
barn. What do you think causes this? 
—E. Jj. J. 

Your customer may keep his feed 
on a damp dirt or cement floor where 
it absorbs moisture and becomes mol- 
dy. or perhaps rain ieaks upon it 
through a small hole in the roof. Ask 
him to investigate and keep his feeds 
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on a rack where air circulates freely. 
* * * 

How many eggs should a hen aver- 
age a year to be on the profit side of 
production over feed costs?—M. E. T. 

At least 100 eggs a year, varying 
with the price per dozen as compared 
to the price of feeds. 


* * * 


What is the best method to use in 
fattening poultry quickly for the mar- 
ket?—E. C. B. 

Feed the birds soft food that can 
be easily digested, preferably corn meal 
mash, ground oats or buckwheat mixed 
with lard or tallow. Special commer- 
cial mixtures are also made to produce 
the same results. Keep them in a small 


dark coop where they will not be 
tempted to exercise. 


What ration would you suggest for 
a dairyman who has run out of silage? 
—M. R. K. 

If a dairyman has mixed hay but 
ne silage suggest a good 20 per cent 
commercial ration or a home mixture 
as follows: 200 pounds ground barley, 
200 pounds ground oats, 100 pounds 
bran, 100 pounds oil meal and 100 
pounds gluten meal. 


What is the best suggestion to make 
to a farmer on breaking his herd from 
winter feeding to pasture grazing?— 

Grain or commercial mixture feeding 
should be reduced slowly. Grass on 
early pasture is too watery to provide 
enough energy and food value for a 
high producing herd. Pasture will in- 
crease the milk flow for a time but 


amless the cow is kept up in bodily 


vigor her production will drop off and 
will not reach the maximum again un- 
til the next freshening season. By all 
mieans encourage farmers to feed some 
commercial feed or grain ration during 


the entire pasture season. 
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REMARKABLE DEMAND 
DOUGHBOY 


16% Molassie Dairy 


Starting our Molasses Feed Plant in Decem- 
ber our increase each month over December 


sales of DOUGHBOY 16% MOLASSIE 
DAIRY was as follows: 


January 81% increase 
February 121% increase 
March 188% increase 


During these months every order has been filled 
within 24 hours. With Doughboy quality and such 
service it is not any wonder the demand for this 


89 and 315 


OUR 
MODERN MILL is 


Doughboy and Mosher’s Best 
Spring Wheat Flour 
Doughboy Yeast Chick Starter 
Doughboy Yeast Growing Mash 
Doughboy Chick Scratch 
Doughboy Developer Scratch 
Coarse Grains and Mill Feeds 
Sweetened Corn and Oat Feed 


feed has been so great. Could you use such service? 


MANUFACTURERS OF THE FAMOUS 


Doughboy Yeast Laying Mash 


OUR 
MODERN MILL 


Egg ’em On Scratch 
Doughboy Scratch Feed 
Doughboy Sweet Horse Feed 
Doughboy Sweet Hog Meal 
Doughboy 20% Dairy Ration 
Doughboy 24% Dairy Ration 
Doughboy 35% Dairy Ration 
Doughboy 16%, Molasses Feed 
Doughboy Calf Meal 


New Richmond Roller Mills 


New Richmond, Wis. 


-{ MIXED CARS ARE OUR SPECIALTY}- 
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Halpin, Bohstedt, Suits Will Speak 
At Central Convention 


Big Turnout Is Expected at Plankinton Hotel, Milwaukee, June 12, 13 


Busy Dealers’ Feeding School, Awarding of Prizes A 


ORE stars than are in the 
M skies, figuratively speaking and 

borrowing the slogan of a fa- 
mous movie maker, have been engaged 
to take part in the program of the 
third annual convention of the Central 
Retail Feed Association which will be 
held at the Plankinton Hotel, Milwau- 
kee, Tuesday and Wednesday, June 
12 and 13. 

G. Bohstedt, professor of animal hus- 
bandry, and J. G. Halpin, professor of 
poultry husbandry, both of the Univer- 
sity of Wisconsin, will conduct a sec- 
ond class of the Busy Dealers’ Feeding 
School. Dr. Bohstedt came to the 
University of Wisconsin this year from 
Ohio and is one of the most highly 
reputed of feeding scientists. 

Have Practical Knowledge 

Professor Halpin needs no introduc- 
tion to members of the Central Retail 
Feed Association who attended the 
1927 convention. He is widely con- 
sidered as the outstanding poultry hus- 
bandman of the country. Professor 
Halpin is also a practical man as well 
as a theoretical expert. 

The College of Agriculture at the 
University of Wisconsin is a great 
practical school. Dr. Bohstedt, when 
invited to address the Milwaukee con- 
vention, had a group of new photo- 
graphs of cattle on the desk before 
him and through the open window of 
his office one could hear the snorting 
of a university champion prize bull. 
Professor Halpin was working at the 
incubator in the basement of the poul- 
try building which with its surround- 
ing yard and many poultry houses is 
his kingdom. 

W. E. Suits to Speak 

W. E. Suits, president of the Ameri- 
can Feed Manufacturers’ Association, 
will deliver an address on the subject: 
“The Mixed Feed Business—Its Pres- 
ent and Future’. Mr. Suits is a rec- 
ognized authority on the commercial 
feed industry and his address should 
be of great interest to ali feed dealers. 
In his address he will incidentally 
touch on such topics as the direct sell- 
ing evil and the necessity for co-op- 
eration between the retail feed dealer 
and the commercial feed manufacturer. 

A complete program for the conven- 


tion has not been arranged to date. !n- 
vitations have been extended and the 
final program, when it is announced 
in the June issue of The Feed Bag, 
will include the names of several ad- 
ditional speakers and discussion lead- 


W. E. Suits 


ers who rank as equally bright stars in 
the feed firmament with President 
Suits and Professors Halpin and Boh- 
stedt. 
Entertainment for Ladies 

Elaborate plans for the entertain- 
ment of the visiting ladies are alse be- 
ing prepared. Mrs. John J. Jouno, 
of Milwaukee, will again serve as 
chairman of the ladies’ reception and 
entertainment committee. She has not 
chosen to divulge her program but all 
the indications are that the ladies will 
be kept happy and busy the full two 
days and evenings they are’ in Mil- 
waukee. Mrs. Jouno is expecting more 
than twice the number of ladies at the 
cenvention this June as were in at- 
tendance last year. 

The system of awarding attendance 
and feature prizes which was origin- 
ated in the various sessions of the con- 


vention last year will find a prominent: 


place in the 1928 program. Last year 
three awards were made at each of the 
four regular convention sessions and 
a series of special awards to the ladies 
and dealers were also made at the ban- 
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mong Many Features 


cuet. A wrist watch was the grand 
prize for men at the banquet last year 
and a set of silver candlesticks with 
tall candles was given one of the la- 
dies. Approximately $100.00 will be 
expended in buying prizes for the 1928 
meetings. 
Discussions to Be Featured 

“We believe last year’s convention 
was a great success,” President J. L. 
Kleckner, of Neillsville, Wis., said in 
considering plans for 1928, “and we 
are consequently patterning the com- 
ing meetings along much the same 
lines as last year’s sessions. We will 
lave the same morning and evening 
sessions on each of the two days of 
the convention. All talks will be 
short and restricted to topics which 
are of vital interest to retailers. The 
majority of the time in all of the ses- 
sions will be devoted to discussions. 
A question box will be maintained at 
the registration desk for dealers to use 
in submitting questions for answer by 
the various speakers and additional 
questions will also be heard from the 
fioor. Arrangements for the ladies will 
be a great deal more elaborate than 
they were last year as the invitation 
extended to ladies last year was more 
or less in the nature of an experiment. 
The cenvention banquet, Tuesday 
evening, will be held in the beautiful 
Sky Room of the Plankinton Hotel, 
and wili feature the very finest enter- 
tainment to be obtained in Milwau- 
kee.” 

“Feed conventions are practically the 
cnly places where progressive retail 
feed dealers can go to keep themselves 
informed with respect to the many 
changes which are constantly being 
made in our business,’ according to 
James H. Vint, Commissioner of Mar- 
kets, at Madison, Wis., and treasurer 
of the Central Retail Feed Associa- 
tion. 

“The feed business is changing very 
rapidly right now. Perhaps more rap- 
idly than any other business. I do not 
believe any dealer who plans to con- 
tinue in business for any length of 
time to come can afford to pass up 
the opportunities offered him at vari- 
ous feed conventions held throughout 
the country. In no other way, except 
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possibly by reading publications such 
as The Feed Bag, can he keep abreast 
of the changing world. Success in 
business today is largely dependent on 
cne’s ability to constantly readjust and 
conform to the needs of the time. How 
can one keep his business adjusted to 
these changes if he does not know 
what they are? I look to see the Cen- 
tral Retail Feed Association have 
the biggest dealers’ meeting in history 
at Milwaukee on June 12 and 13.” 
Mr. Feed Dealer, it’s up to you to 
draw a big circle around the dates 
June 12 and 13 on your calendar. Come 
tc Milwaukee, then, for an enjoyable 
visit in Wisconsin’s metropolis,—for 
the pleasure of meeting and mingling 
with friends whose interests and busi- 
nesses are the same as yours—and 


most important of all for the profit- 
able information to be gained by hear- 
ing the talks and entering into the dis- 
cussions at the convention sessions 
and informally among convention 
groups. 


FRED PETERS has purchased an 
interest in the Andrews & Lami Feed 
Store, Sharon, Wis. 


JOHN W. KAMLA, Arcadia, Wis., 
has purchased the interest of George 
Kostner in the Kamla Mill. 


CARL HOULTON, LaBudde Feed 
& Grain Co., Milwaukee, made a busi- 
ness trip to Chicago on April 20. 


Bach of every sack stands the INSTITUTION 
asa FULL GUARANTEE | 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘‘better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


sed INTERNATIONAL 


SUGARED FEEDS FOR GREATER PROFITS 


Memphis, Tennessee 
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Granulated All-Mash 
Sold By Chapin 


A new all-mash feed in granular form 
is now being manufactured and sold by 
Chapin & Co., pioneer feed manufac- 
turers at 327 South LaSalle street, Chi- 
cago, under the trade name of Chapin 
Kernels. 

Chapin Kernels, while new, were an- 
ticipated in the September-October, 
1927, bulletin of the Ohio Agricultural 
Experimental Station as follows: 

“A balanced ration in granular form 
is a development to be expected in 
connection with all-mash feeding. Such 
a mash may consist of granules about 
the size of a wheat kernel free from 
fine material. Each granule would com- 
prise all the parts of the finely ground 
material we are obliged to use at 
present. Granulation would greatly 
improve the palatability of the mash 
and would mark a real advance in 
modern poultry feeding. The develop- 
ment of the process for granulation is 
essentially a feed manufacturer’s prob- 
lem. The logical procedure would be 
to develop the process in the labora- 
tory and then design the necessary ma- 
chinery. The process will likely re- 
quire a combination of moisture, heat, 
and pressure, and possibly the use of a 
binder, such as molasses. This is to 
be expected in the near future; who 
will be the first to accomplish it?” 

Advantages claimed for Chapin Ker- 
nels are: (1) Chicks like Chapin Ker- 
nels because it is nature’s way for them 
to pick up their food in small bits. 
(2) The kernels are steam-cooked and 
toasted which makes them sterilized, 
tasty, easily digestible and non-crop 
binding. (3) Seventeen ingredients are 
contained in each kernel so that each 
chick is certain to get a balanced ra- 
tion. 

The Chapin organization claims that 
in producing Chapin Kernels they have 
not only originated a very good feed 
but are able to offer the dealer a “quick 
seller” that will turn over surely and 
often at a worthwhile profit. Exclu- 
sive sale will be given to one dealer in 
each town or city. Dealers who are 
interested may write Chapin & Co., at 
327 South LaSalle street, Chicago, for 
free sample, 


JACOB HELD, 51, pioneer Milwau- 
kee flour and feed dealer, was killed 
in an automobile accident on Easter 
Sunday, April 8. Mr. Held had been 
in the flour and feed business almost 
all his life and was a member of the 
family that established a feed store in 
Milwaukee over 70 years ago. 
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Eastern Dealer Makes Farmers Pay 
For Delivery Service 


Bills Cost Separately to Patron or Adds It to Quoted Feed Price 
“Plan Is Making Rather Than Losing Customers for Us,” He Declares 


HE majority of feed dealers of 

I Amsterdam, N. Y., and vicinity, 

have been forced, within the 
past two or three years, into adopting 
various methods and policies relative to 
the delivery of feed to farmers and col- 
lecting charges for the service has been 
made necessary because of the grow- 
ing attitude of opposition on the part 
of farmers toward paying delivery 
charges. 

Many dealers say that fully 75 per 
cent of: the farmers in this vicinity to- 
day will not, if they can possibly avoid 
it, pay delivery fees—and they insist 
upon prompt and efficient delivery. The 
farmers take the attitude that dealers 
make sufficient profit on their sales to 
adequately compensate them for de- 
livery expenses. Dealers know, on the 
other hand, that with conditions as 
they are in the feed business profits 
are slender enough without cutting into 
them with expenses which should be 
paid by the farmer. 

The majority of the methods and 
policies are simplicity itself as is illus- 
trated by the policies of Arthur Hill 
& Co., large representative feed dealers 
at Amsterdam. 

This firm quotes requisite delivery 
charges separately from the feed prices 
when it is known for certain that the 
customer involved is willing to pay the 
charges. When it is not known that 
the customer is willing to do this, or 
he seems likely to protest, the delivery 
charges are added to the price of the 
feed and the total quoted. When the 
firm is dealing with a customer for 
the first time an attempt is made to 
determine his attitude toward delivery 
charges and once this is determined, 
either cne of the foregoing methods is 
adopted and followed out so long as 
the customer patronizes the firm. 

Sometimes a regular customer, whose 
orders come large and frequently, sud- 
denly decides that he will no longer 
pay delivery charges and the company 
readily assumes the expense. The rea- 
son is obvious; this particular customer 
is a source of profit; his good will must 
be maintained, almost regardless of ex- 
pense from the delivery angle. In 
such a case as this, though, the com- 
pany immediately changes its basis of 
cuoting the customer and figures de- 


Schultz Bros. Co., feed dealers and wholesale grocers, do an extensive delivery business 
in Sheboygan, Wis., as well as to farmers and stores of the surrounding territory. The 
firm’s three big trucks, loaded with King Midas Flour, are pictured above. 


livery expense as part of overhead in 
his feed prices. No attempt is made 
tc fool the farmer but it is taken for 
granted that he knows he must pay 
the. costs of such service as he de- 
mands. 


The Hill company computes delivery 
fees in accordance with the distance 
to be traveled rather than the size or 
weight of the order, as many other 
firms do. The company has an aver- 
age fee of from $1.00 to $1.50 per mo- 
tor truck load of feed or grain weigh- 
ing from 500 to 2,000 pounds delivered 
within a radius of from four to six 
miles. The company holds that this 
approximate fee practically covers the 
expense of delivery over this approxi- 
mate distance. All deliveries within the 
city are delivered free of charge re- 
gardless of size or weight. 

Arthur Hill, president of the com- 
pany, speaking apropos of delivery and 
charges for same, said: 

“Inasmuch as farmers avoid paying 
ali delivery charges if they possibly 
can, we make it a point to charge if 
we possibly can. We have three trucks 
which cost us, figuring on an average, 
about $2,800 each. We employ five 
men on these trucks and have to pay 
men of their caliber from $28.00 to 
$35.00 per week for some of them are 
motor truck operators and the others 
are as cfficient in the store here filling 
small orders as in our warehouses fill- 
ing large orders. The repairs and 
maintenance of these trucks, likewise, 
represents a bit of money in the course 
of a year. But we have an efficient and 
prompt delivery service conducted by 
reliable, honest and courteous men. 

“To maintain such a service we 
MUST charge for it- And we do. It 
costs a great deal to operate a feed 
business, large or small, and if we 
were unable to charge for delivering 
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cur orders, I don’t hesitate to say that 
we would have to get out of business. 
We operate on what, generaliy, is only 
a reasonable profit when we manage 
to get our delivery fees, we couldn’t 
possibly operate otherwise. And we're 
going to continue to charge for deliv- 
ering and to improve on our methods 
of collecting delivery fees just so long 
as the farmers demand deliveries which 
they are opposed to pay for. Our 
present system bids fair to hold our 
heads above water for some time to 
come—and it seems to be making, 
rather than losing, customers for us.” 


DAVE ROSENHEIMER, Kewas- 
kum, Wis., is recuperating from an 
attack of pleurisy and pneumonia. 


F. A. RUENITZ, president of the 
Springfield Milling Co., Springfield, 
Minn., and family, will leave soon on 
an extended tour of Europe. 


TWO .RIVERS EQUITY EX- 
CHANGE, Two Rivers, Wis., has re- 
covered 15 sacks of clover seed valued 
at $300 each recently stolen from their 
warehouse. 


WONEWOC FARMERS CO.,, 
Wonewocc, Wis., has installed a Jay- 
Bee feed mill. 


W. A. HOTTENSEN, retiring 
president of the Milwaukee Chamber 
of Commerce, entertained the members 
of the board of directors recently at 
a dinner at the Milwaukee Athletic 
Club. 


GEORGE RESCH, Mackville, Wis., 
has sold his grist mill and is return- 
ing to Menasha, Wis. 
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Elgin, Beaver Dam, Stevens Pt. 
Will Entertain Dealers 


HREE local feed dealers’ meet- 

ings, the first of the spring 

series, have been arranged by 
the executive committee of the Central 
Ketail Feed Association and will pro- 
vide an opportunity to all feed men 
in the territories where the meetings 
are to be held to gather for a discus- 
sion of their mutual and individual 
problems and to hear talks on vital 
feed topics by various speakers. The 
schedule up to date is arranged as fol- 
lows: 

Beaver Dam, Wis., Thursday even- 
ing, May 10. 

Elgin, Ill., Friday evening, May 11. 

Stevens Point, Wis., Friday after- 
noon and evening, May 18. 

L. J. Hartzheim of Lang & Hartz- 
heim, is chairman in charge of the 
meeting at Beaver Dam which is to be 
keld at the new hotel recently opened 
in the city. A dinner will be served at 
€ p. m., and a menu to suit the taste 
of a king is promised. After dining 
the feed dealers will talk “shop” and 
extend a helping hand all around to 
solve individual and general problems. 
Among the topics for discussion will 
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be the cash basis, service to farmers, 
and other practical experiences which 
are expected to be presented by deal- 
ers. ‘The executive committee of the 
Central Retail Feed Association will 
be present, and is to contribute to the 
program. Final arrangements will be 
announced by mail to all dealers in the 
Beaver Dam, territory. 

The Elgin, Ill., meeting will be held 
in the banquet room of the Y. M. C. 
A., and will open with a chicken din- 
ner at 6 p. m. A debate for and against 
the cash basis will be a feature of’ the 
evening. Business getting ideas will 
also be presented in a talk on direct 
mail advertising for the feed dealer. 
Kound table discussions will enable 
dealers to tell their griefs and joys and 
to receive practical helps from the 
opinions of their fellow feed men. 
Members of the executive committee 
of the Central Retail Feed Association 
will also attend the Elgin meeting and 
will have several messages of import- 
ance. Details of the program were 
not completed to date and dealers in 
this territory are asked to watch for 
announcements which will be sent by 
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mail. 

Stevens Point will be a typical mecca 
of the feed trade on May 18 when the 
Wausau District Dealers’ Club will 
hold its first meeting of the new year. 
The dealers in this territory have dem- 
onstrated their interest at future meet- 
ings and they turn out 100 per cent 
when the call is issued. Although no 
definite program was announced up 
until the time The Feed Bag went to 
press, A. J. Kujawa, of The Kujawa 
Co., Rudolph, Wis. and H. E. Pagel, 
of the Pagel Milling Co., Stevens 
Point, who have charge of arrange- 
ments, promise that the event will be 
worthy of every dealer’s attendance. 
A dinner will be served at 6 p.m. Fi- 
nal announcements of the complete 
program will be mailed soon. 

More local meetings will be held un- 
der the auspices of the Central Retail 
Feed Association, and the three forth- 
coming parleys are but a forerunner 
of a series that will last throughout 
the summer. 


H. GROTHBEFG, Vermond Cen- 
er, Minn., has purchased an old store 
building which he plans to convert 
He will 
also handle a complete line of feeds 


iuto an up-to-date feed mill. 


and flour. 
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Eastern Organizations Show Interest 
In Co-Operative Publicity 


Appoint Committee to Draw Up Financial and Advertising Campaigns 
Four Associations Hold Joint Discussion at Albany, N. Y., April 11 


licity parley held at Albany, N. Y. 

on April 11 are carried out, the 
retail feed merchants of the East 
should enjoy a substantial increase in 
business and their importance in the 
communities will be more thoroughly 
appreciated. 

Encouraging interest was shown by 
members of the executive committee 
and board of directors of the Eastern 
Federation of Feed Merchants who 
met with representatives of the Ameri- 
cen Feed Manufacturers’ Association, 
the New York State Feed Manufactur- 
ers’ Association and the New England 
Retail Grain Dealers’ Association to 
consider a plan of publicity which was 
proposed by W. Sanford Van Derzee, 
president of the federation. The 
meeting was held at the new De Witt 
Clinton hotel. 

Outlines Publicity Plan 

Mr. Van Derzee, in outlining the 
publicity idea, said: 

“T am convinced that both manu- 
facturers and retailers believe that a 
campaign of advertising setting forth 
the importance of the services ren- 
dered by established feed merchants 
and the importance of using only qual- 
ity feeds is highly desirable. This 
matter has been discussed many times 
at conventions and special sessions but 
no concrete plan has ever been pre- 
sented for consideration. I believe we 
must have a definite and workable plan 
before we can proceed beyond mere 
discussion. 


Ll the plans discussed at the pub- 


“With this in view I want to pro- 
pose for your consideration a plan for 
a campaign; of advertising to continue 
for a period of not less than one year 
and to use the farm papers and maga- 
zines, the radio and the mail.” 

He then outlined the following ad- 
vertising program: ; 

“1. Regular advertisements to ap- 
pear in the eastern farm papers and 
magazines with wide circulation in 
New England, New York, New Jersey 
and Pennsylvania. 

“2. Regular use of the radio to “tie 
up” with the farm paper advertising. 

“3. Preparation and distribution by 
mail of special information bulletins, 
circulars, ete., which will co-ordinate 
the whole advertising program. 


“4. Educate the boys and girls of 
the farm to the importance of proper 
feeding and the necessity of the es- 
tablished dealers by means of essay 
contests with suitable prizes. In this 
connection, the 4-H clubs and other 
rural juvenile organizations would be 
asked to co-operate. 

“To carry out the complete program 
I have outlined what would be an am- 
bitious and costly undertaking,” said 
President Van Derzee. “Yet I think 
we should not be satisfied to adopt 
any plan that is not comprehensive 
enough to accomplish our objects.” 

Townsend Favors Idea 

Lynne P. Townsend, secretary of the 
New England Retail Grain Dealers’ 
Association, displayed copies of adver- 
tisements published with satisfactory 
results by his association in one of the 
farm papers. 

“Not only have these created a fav- 
orable impression among the farmers 
but they have bolstered up the moraie 
of the New England feed dealers,” he 
declared. 

L. F. Brown, secretary of the Amer- 
ican Feed Manufacturers’ Association, 
who had made a flying trip from Chi- 
cago to attend the meeting, was in- 
terested in the publicity program and 
said he was sure the manufacturers 
would heartily co-operate with the re- 
tail merchants. 

Drafts Financing Plan 

Methods of financing the campaign 
were suggested by Mr. Van Derzee. 

“To successfully conduct the cam- 
paign we are discussing,” he said, “will 
involve a heavy cost. Perhaps $75,000 
will be sufficient although I am in- 
clined to believe that it will be higher. 
To meet this cost I would propose 
the adoption of one of the following 
plans which I have drafted after con- 
sulting with many of the eastern mer- 
chants. 

“1. A stated tax per ton to be added 
by the distributors on all feed and 
grain shipped to the dealers in the in- 
terested states. The distributors to pay 
the tax to a committee representing 
the various contributing associations. 
This weuld place the burden of cost 
on all retailers alike and the burden 
cf collection and handling of funds on 
the distributors. 
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“2. Levy a tax per ton which would 
be one-half of the tax proposed under 
plan 1, the distributors to add an equal 
amount as their contribution to the 
fund. Method of assessment and col- 
lection would be the same as for plan 
1. This would divide the cost evenly 
between retailers and distributors, al- 
though distributors would have the 
burden of collection and handling. 

“3. A flat assessment on all retail 
merchants and contributions by the 
distributors. This plan would be more 
difficult and would not include all feed 
and grain handlers, as it would be en- 
tirely voluntary. Experience has shown 
that only a portion of the feed distrib- 
utor, wholesale and retail, are respon- 
sive to voluntary fund appeals. 

To Appoint Committee 

It was evident from the discussion 
which continued until iate afternoon 
that sufficient funds could be raised to 
conduct the campaign and that the 
most difficult task, as one member of 
the federation expressed it, would be 
to select a small committee to repre- 
sent all interested groups which would 
supersede the campaign and the co!- 
lection and distribution of the funds.” 

Acting upon that suggestion, Mr. 
Van Derzee was authorized to create 
a publicity committee for the federa- 
tion and to request each of the inter- 
ested associations to appoint a repre- 
sentative on the committee. This com- 
mittee will be supplied with the pro- 
posed plans for the advertising cam- 
paign and methods of financing it and 
instructed to present at the annual 
meeting of the Eastern Federation of 
Feed Merchants to be held in June, de- 
finite recommendations which shall 
first have been approved by their re- 
spective associations. 

The committee for the federation 
will be appointed within a few days, 
and Mr. Van Derzee will then imme- 
diately communicate with the other 
associations. 


MR. AND MRS. S. F. VIRKLER, 
Castorland, N. Y., have returned to 
their home after a trip to Washington 
and other vacation lands. Mr. Virk- 
ler conducts a feed mill at Castorland 
and is a director of the Eastern Fed- 
eration of Feed Merchants. 
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Pennsylvania Merchants Hold 
Question Box Discussion 


NEW experiment that created 
A so much interest that the hour 
of adjournment was extended 
several times, was tried by the South- 


eastern Pennsylvania Feed Merchants’ 
Association at their meeting at Paoli, 


‘Pa., March 29. 


When the members arrived they 
found a large question box in which 
they were invited to drop any ques- 
tions pertaining to the feed business 
that they wanted answered. Sugges- 
tions were also welcomed. At the close 
of the regular program the box was 
opened and the discussions were thor- 
oughly enjoyed by all. 

In commenting on the idea, Secre- 
tary Howard A. Simpson said: “This 
is a plan that other associations may 
well try. It brings in many valuable 
suggestions and the answers to the 
puzzling questions often suggest a so- 
lution to problems that perplex other 
dealers. We find that dealers who are 
too modest to ask questions from the 
floor would write out the question and 
drop it in the box.” 

The meeting was held at the Treyf- 


frin Country Club, obtained through 
the courtesy of C. W. Wagar, Phila- 
delphia. 

Albert J. Thompson, president of the 
association, gave a report of the win- 
ter convention of the Eastern Federa- 
tion, with which the Pennsylvania 
group are affiliated. Mr. Thompson 
was especially enthusiastic for the cash 
cperation of feed stores and urged the 
members to give it careful considera- 
tion. 

C. W. Wagar gave an interesting 
talk on the trend of the market and 
analyzed prices during the past six 
months. He refused, however, to pre- 
dict the future on the grounds that he 
was not a prophet nor the son of a 
prophet. 

A comparison of electric power bills 
showed that the rate varied from 3 
cents to 9 cents per kilowatt hour. This 
stirred up considerable feeling and the 
power rate situation which had been 
considered much improved, was_ re- 
opened with new vigor. 

Addison R. Kreible gave a talk on 
the feeding of minerals. He reviewed 


a lecture on the subject given by Prof. 
F. B. Morrison at the Pennsylvania 
State Farm Products show held at 
Harrisburg, Pa. 

As usual, a large attendance reported 
for the mid-season meeting of the as- 
sociation. Many members stated that 
they are planning to go to Buffalo for 
the annual meeting of the Eastern Fed- 
cration of Feed Merchants June 27 and 
28. 


FLOYD ACKERMAN is building 
a feed mill on the site of the old Fort 
Orange Mill, Altamont, N. Y., which 
was recently destroyed by fire. Mr. 
Ackerman is experienced in the feed 
business, having operated plants at Al- 
bany, Nassau and Brainard, N. Y. A 
complete line of lumber and_ building 
supplies will be carried in addition to 
feed and grain. 


REEVE HARDEN, Hamburg, N. 
J., a director and former president of 
the Eastern Federation of Feed Mer- 
chants, enjoyed a delightful vacation 
at Pinehurst, N. C., during March. He 
was accompanied by Mrs. Harden. Mr. 
Harden carried extra heavy golf equip- 
ment with him on his southern trip 
and took a daily turn around the 
course. 


A PAYING SIDE LINE FOR ELEVATOR COMPANIES 


Security Food Compound for Calves and Young Pigs 


The Baby Food for 
Calves. Makesthem 
grow sturdy with- 
out whole milk. :: 


Dealers Wanted 
We want every elevator 
in the U.S. that has farm 
trade to write to us and 
learn of our wonderful 
dealer’s offer. Youcan 
make splendid profits and 
at the same time render 
a great service to those 


Calves and Young Pigs 


Thrive and Grow Sturdy at Small Feeding Cost 


WHEN FED 


SECURITY 


FOOD 


COMPOUND 


The Baby Food for 
Young Pigs. More 
and Better Pigs. 
Goat. 22 2: 


Our Guarantee 
Every Pail or Keg of 
FOOD COMPOUND con- 
tains our guarantee to 
the effect that we will re- 
turn to the feeder the ori- 
ginal purchase price in 
the event that SECURI- 
TY FOOD COMPOUND 
does not give entire satis- 


who are feeding young 
pigs and calves. 


VS FTODAT 


faction, when fed accord- 
ing to directions. 


Our Salesmen Work with Managers in Making Sales Among Farmers. 


SECURITY FOOD CO. 


Established 1900 


MINNEAPOLIS, MINN. 
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Three Feed And Seed Stores Prosper 


In Historic Indian Town 


Portage, Wis., Is Proud Of York & Co., Cuff & Sons, T. H. Cochrane & Co. 
Window and Interior Displays Yield Big Business 


IMES change. 
Fifty years ago Indians, 


dabbed with gaudy paint, car- 
ried canoes upon their backs from the 
Wisconsin to the Fox river at a point 
where they came within a mile from 
cach other. Upon their trail the white 
settler built a town and today, over 
the red man’s beaten paths, fast trains 
dash by and motor driven 
vehicles whisk over concrete 
highways. 

Named After Indians 

Portage, Wis., named af- 
ter the Indian's act of bear- 
ing his back 
has seen this change and has 2 
grown to be a full fledged - 
Wisconsin city. But the air $ 
of Indian tradition still 
clings to it and carries a vis- 
itor’s memory and imagina- 
tion back to the days of the 
Red Man. 

It is in this traditional at- 
mosphere that three feed and 
seed dealers, I. W. York & 
Co., H. A. Cuff & Sons, and 
T. H. Cochrane & Co. ply their trade, 
serving the farming community that 
has sprung up to replace the red man’s 
tepees. 


canoes upon 


York Started Mill 

Portage was still young when I. W. 
York, grandfather of the present man- 
ager of the company, who has been 
christened after his grand parent, es- 
tablished a flour mill. That was 40 
years ago. The mill was powered by 
steam and supplied the flour needs of 
the fast developing community. R. E. 
York continued in his father’s foot- 
steps and as the town and surrounding 
country grew he expanded the busi- 
ness, built a spacious warehouse and 
developed a good trade in flour, feed 
and seeds. He died in 1926, and his 
son, I. W. York, took over the respon- 
sibilities of the business. Mr. York is 
probably the youngest feed dealer in 
the Northwest. He recently celebrated 
his 25th birthday, and girls will be 
pieased to hear that he is still single. 
And handsome too! Mr. York won 
the prize of best looking dealer at the 
annual convention of the Central Re- 
teil Feed Association last year, and 
all bets are being placed upon him 


for high honors again at the coming 
convention. 

Mr. York, however, is modest about 
his pulchritude, and is operating the 
tiour and feed business built up by his 
father with the vigor of youth that is 


Dealers may secure the above cut, il- 
lustrating a litter of Chester White 
hogs in forage, for use in their adver- 
tising by mailing The Feed Bag $1.00 
to cover costs. 


certain to bring success. 

York's feed store uses merchandising 
appeal that many dealers overlook— 
the attractive arrangemert of products 
in the store, and neat displays featured 
regularly in the show windows. 

A customer who walks into the front 
door is immediately impressed by the 
neatness of the interior. Mr. York’s 
office and the clerical department are 
partitioned from the rest of the store. 
Abundant floor space is allowed in the 
store. In the center a rack is stacked 
neatly with various brands of flour 
sold by the firm. Every sack is vis- 
ible and each variety gets an equal 
showing. Shelves line the walls. Upon 
these are arranged poultry remedies 
and other packaged goods which the 
store sells. 

But the display feature which has 
the most pulling power is a series of 
open jars tilted forward upon a shelf 
along the wall which partitions off the 
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Returns To York Firm 


clerical section. During April Mr. 
York kept these glass containers filled 
with oyster shells, grit, chick feed and 
cracked corn. Tags with prices per 
pound written upon them were dis- 
played with the feeds. 

“Customers often buy what they 
need and pay the cashier,’ said Mr. 
York, “and when they walk past the 
jars, pause and make anoth- 
er purchase from the dis- 
plays in the containers. This 
idea has obtained many addi- 
tional sales.” 

The York feed store win- 
dows are also made to he!p 
boost sales. During early 
April and poultry 
feeds were allowed the lime- 
light because they were the 
most 


seeds 


seasonable articles. 


Displays are changed regu- 
larly, according to the time- 


liness of the demand for va- 
rious products. 
Window Sold Them 

Mr. York especialiy re- 
called how a_ window of 
smoked salt attracted trade. 

“We had been selling hardly any 
smoked salt and decided to place it in 
the windows,” he said. “It was sur- 
prising to see the results.” 

Another idea which makes shopping 
casy for the customer at the York 
store is a bulletin board placed high 
on the wall upon which are written 
prices of all the feeds, flour and seeds. 
The plan saves time and helps to in- 
crease sales. 

Cuffs Grind Merrily 

After a brief walk from the York 
store across a bridge which spans the 
abandoned canal that once connected 
the Fox and Wisconsin rivers, the 
visitor comes to the establishment of 
H. A. Cuff & Sons, who have been 
doing business for more than 35 years. 
Mr. Cuff vividly recalls his boyhood 
days when Indians still came to the 
town to trade. He is a veteran miller 
that has stayed in the game despite 
handicaps. 

Grinding is a specialty at the Cuff 
feed establishment and the firm is pop- 
ular in the community for this type 
of work. A Sprout Waldron 20 inch 
grinder, powered by an electric motor, 
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f BANNER GRAIN CO. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
; Milling and Feed 


ALFALFA MEAL 


FINE—MEDIUM—COARSE 


| Johnson Olson Grain Co. 
4 MINNEAPOLIS, MINNESOTA 
Get Our Delivered Prices 


is kept humming daily while Mr. Cuff 

and his two sons, Robert and Lynden, 

pour the whole grain into the eleva- 

tor and fill the bags for reloading on 

the farmers’ trucks and wagons. 
Favors Cash Basis 

Mr. Cuff is a candidate for the cash 
basis plan of doing business. 

“I believe in the idea that The Feed 
Lag has been trying to promote,” he 
said, “and can see that it is the only 
way to conduct a feed business, but I 
haven’t made the move yet. Farmers 
are having a hard row to hoe this 
year with the price of corn way high 
and hogs selling for a low figure.” 

Sell Many Seeds 

T. H. Cochrane & Co., located near 
the old Portage canal confine their 
production to seeds which they mar- 
ket under the trade name “Golden 
Rule.” Their seeds enjoy a_nation- 
wide distribution and are especially 
popular in Wisconsin. 

A wholesale and retail department 
are maintained by the firm. L. W. 
Hettinger, a tall genial fellow, has 
charge of the home trade on the lower 
floor of the Cochrane building. He 
keeps a neat display of seeds in the 
store and changes his windows regu- 
larly. Open bags, into which the far- 
mer customers may place their hand 


and let the virile seeds run through 
their fingers, encourage them to buy. 
A large volume of business is realized 
in seed corn every spring from the sur- 
rounding community which plants a 
large acreage of this crop for hog 
raising. 


Sunny Despite Rain 

The Cochrane establishment is busy 
and industrious and is a booster for 
Portage. Three large warehouses are 
maintained by the firm to operate their 
business besides their wholesale and 
retail offices. 

We left Portage with a deluge of 
rain beating upon our backs. But de- 
spite the weather we had a cheery 
visit among our dealer friends in the 
town with the atmosphere of Indian 
tradition. We hope to come back again 
when the sun shines from skies as well 
as from faces that keep the modern 
mill wheels turning, to enjoy the hos- 
pitality of Portage and its progressive 
dealers. 


JAMES MURPHY, president of the 
Murphy Products Co., mineral feed 
manufacturers at Burlington, Wis., has 
been elected president of the Burling- 
ton Rotary Club. 


De Luxe 

‘Eureka’ No. 1-B Corn Cutter 
a (8000—10000 Lbs. Capacity) 


other superiorities. 


REPEAT ORDERS 


An example of our New Cutter’s 
popularity: Mr. Walter Nowak of Nowak 
Milling Corp’n., Hammond, Ind., ordered 
a No. 1-B Improved ‘Eureka’ Corn Cutter 
with direct connected Magnetic Separator 
which was shipped early in August. 


“Two More Cutters” 


, Were ordered Long Distance ‘phone on-Sept. 14th. That’s the re- 
f ception these new ‘“‘Eureka’s” are getting---because of Accessibility, 


2 : LARGE AREA ONE PIECE SCREEN, Timken Bearings and many 


ASK FOR PHOTOS--SERIES F 


S. HOWES CO., INC. 


SILVER CREEK, N. Y. 


European Branch: 64 MARK LANE, LONDON, ENG. 
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Grinding Charges Should Provide 
Safe Margin ot Profit 


Cost of Power, Overhead, Labor, Elevation, Bagging Must Be Figured 
Variation In Rates Among Mills Indicates Poor Knowledge of Service 


AIRYING and diversified farm- 
D ing are moving westward and 

as they move grain elevators 
in this path of progress are gradually 
converted into feed stores. One of the 
first steps in the transformation of an 
elevator into a feed store is accom- 
plished by the purchase and_ instal- 
lation of a feed grinder. 

In some sections of the country 
these grain elevator grinding installa- 
tions have now been in operation for 
many years. The operators are meet- 
ing with much the same problems as 
have been and are encountered by the 
retail feed dealer and the grain papers, 
consequently, are now giving attention 
te feed grinding charges, costs, etc., 
championing the same cause for which 
The Feed Bag has been fighting for 
almost three years. The Grain Deal- 

Journal, in a recent article re- 
printed herewith, points out that the 
farmer's demand for fine’ grinding 
makes it impossible for him to pro- 
duce this type of grist at home. The 
feed dealer, therefore, should never 
hesitate in demanding a fair profit. 

“The charge made by grain eleva- 
tors for custom grinding of feed varies 
greatly in different localities, indicat- 
ing that the cost of performing this 
useful service for the farmer is not suf- 
ficiently well understood. 

“The farmer also is responsible for 
the increased cost of grinding. The 
feeder is no longer satisfied with the 
moderately fine grinding possible with 
the burr and the roller mill. He de- 
mands a very fine meal, and has forced 
the custom grinder to put in expensive 
machinery that will handle anything 
that comes along and put it into sacks 
to the queen’s taste. 

“By his insistence on fine grinding 
the farmer has really made himself de- 
pendent upon the feed miller or cle- 
vator operator. The investment is 
so large that it is impracticable to in- 
stall economical fine grinding machin- 
ery on each farm. For each group of 
farms naturally tributary to a trading 
center by reason of good roads a natu- 
ral monopoly is developed at the trad- 
ing center for the operator of the best 
grinding equipment. 

“Since the farmer must come to the 
feed miller for his custom grinding it 


will be seen how unbusinesslike it is 
for the miller to perform this service 
at or below cost as many are doing. 
The motto of success today is to give 
service and charge for it. 


“Besides the heavy cost for power 
the operator should figure the over- 
head while the equipment stands idle. 
The cost of his own time occupied in 
supervising the grinding should be 
charged against the operation. When 
the arrangement of the plant is such 
that the farmer does not feed the mill 
hopper and the grain has to be ele~ 
vated, the cost of elevation and bag- 
ging must be added to the cost of 
grinding, to arrive at the charge to 
be made against the operation. 


“The cost of power is always the 
principal item. In the most up-to-date 
equipment one large electric motor 
does the grinding and elevating by di- 
rect connection to grinder and blower, 
enabling the operator to watch his 
power consumption, and determine the 
cost. 


“Every item of expense should be 
reckoned and the charge for grinding 
assessed accordingly. Some feed mill- 
ers on discovering what it was cost- 
ing to grind promptly doubled their 
charges. Many others must do like- 
wise if they are to have any money 
left to buy new equipment when their 
present mill becomes obsolescent or is 
worn out.” 


75 Dealers Attend Meeting 
Held by McMillen Co. 


improved feeding methods and 

more efficient marketing was em- 
phasized by speakers at a meeting of 
feed dealers, hatchery operators and 
feeders at Springfield, Ohio, April 20. 
The event was sponsored by The Mc- 
Millen Co., Fort Wayne, Ind. More 
than 75 persons attended. 

A. G. Phillips, formerly head of the 
Indiana state poultry department at 
Purdue university and now vice-presi- 
dent of The McMillen Co., presided 
at the meeting and gave a review of 
the progress of increased production 
made in poultry and dairy products. 

The outlook of the poultry industry 
was discussed by Paul G. Riley, who 
is in charge of the Wayne Feed Mills 
service department. Walter B. Kreuck 
gave the audience a practical talk on 
“Feeding Hogs and Dairy Cows,” and 
G. A. Holland, advertising manager of 
the Wayne Feed Mills, gave an out- 
line which dealers might follow in 
giving helpful service to feeders. 

D. W. McMillen, president of the 
McMillen Co., told dealers that it was 
their duty to help every farmer use 
his crops in the most efiective way, 
and advised them to keep in contact 
with universities and county agents 
who are broadcasting feeding methods. 

“Tt is economically sound for a far- 


ay farmers’ profits by 
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mer to feed the grain he raises,’ Mr. 
McMillen said, “but he must buy the 
right kind of a protein supplement to 
insure a balanced ration that will pro- 
duce quick gains at a low cost.” 
Among those who attended the 
meeting were: 
Fred Kile, Kileville; Elton Kile, Kile- 
ville; A. O. Darst, Bidwell; H. A. 
Wood, Gallipolis; O. D. Parsons, Bid- 
well; E. A. Evans, Vinton; R. E. 
Crone, Lebanon; E. W. Mills, Galli- 
polis; R. B. Price, Sedalia; J. H. 
I'rantz, Conover; E. A. Pettigrew, Ur- 
bana; J. B. Bryan, Lippincott; J. P. 
Seybold, Trotwood: C. E. Wichener, 
Waynesville; F. FT. McCurdy, Rav- 
nond; E. A. Spurier, Marysville; W. 
C. Turton, Lebanon: R. B. Dewey, 
South Charleston; D. J. Allen, South 
Solon; B. F. Cook, Madisen Mills; J. 
W. Winchet, Columbus: C. L. Blaci- 
nau, Columbus; O. B. Armstrong, Os- 
born; F. A. Johnson, Lippincott; J. 
W. Miller, Osborn; Ed. Swetzer, 
Troy; C. C. Trucksis, Trev; Geo. Wil- 
liams, Troy; Edgar Ervin, Irwin; T. 
C. Costin, Mechanicsburg; W. W. 
Boyer, Piqua; L. W. Pool, Piqua: J. 
F. Stewart, Dayton: H. W. Smith, 
Kingman; Wm. Thompson, Kingman; 
Robt. Dunn, New Antioch; W. E. Ni- 
cademus, Piqua: Mr. Oliver, Bowers- 
ville; Mr. Sturgeon, Melvin: E. Reil- 
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Mention The Feed Bag When Writing Advertisers 


Jacobson “A JACS" Tree 
Feed Grinder 


Pulverizes grains, ear or snapped corn, 
roughage, and other materials into soft 
cool stock. Requires less H. P. but 
grinds more feed. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 


MINNEAPOLIS, MINN. 


STRAIGHT CARS MIXED CARS 


WHEAT SCREENINGS CORN 
4 
Hiawatha Grain Company 
fo MINNEAPOLIS, MINN. 
‘“FOR BETTER SERVICE” 
+ (We Own And Operate A Mill And Elevator) : 
SPECIALIZING IN ALL TYPES OF SCREENINGS : 
(GROUND AND UNGROUND) a 

+ 


MILL FEEDS GROUND FEEDS OILMEAL 


Get Our Samples and Prices m4 


2. 


Since 1885—44 years and 


No-Milk Calf Food 


is still the Leader. 


We have over 350 dealers in Wisconsin 
selling our Product and some of them 
over 41 Years. Their repeat orders 
each year is the best recommendation 
we know of for No-Milk Calf Food. 5 
ARE YOU ONE OF THEM { 


FOR PRICES WRITE 


National Food Company 


D. R. MIHILLS, Mgr. ae du Lac, Wis. 


2. 


ing, New Carlisle; Eugene Borror, 
Pleasant Corners; Maywood Horney, 
Cedarville; H. Campbell, Plattsburg; 
Parker Morrow, Sidney; Chas. 
Schleich, Williamsport; W. E. Hall, 
Ashville; John M. Jones, Williams- 
port; Eugene Bosco, Jeffersonville; A. 
E. Huston, Amanda; S. B. Swope, Ca- 
nal Winchester; B. E. Ahirm, Lock- 
ville; Mr. Noeacker, Carroll; Elmer 
Beard, Enon; W. F. Black, Good 
Hope; Otis Smalley, Good Hope; T. 
S. Townsley, Springfield; G. A. Gra- 
ham, Lancaster; Judge Geo. W. Te- 
han, Springfield; Ray Rumer, Jeffer- 
sonville; L. A. Mark, Washington and 
A. P. Glick, Columbus. 


T. E. ELER & SON, proprietors of 
the Morgan Feed Mill, Redwood Falls, 
Minn., are remodeling and improving 
their mill this spring preparatory to 
installing new machinery. The mill 
will be closed for two weeks. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 


annon Valley Milling: 


MINNEAPOLIS FLOUR MIDDS 


PURE BRAN 
STD.MIDDS 


16:72 
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Phone Calls Get Cash lf Mail Doesn’ t 


Persistent Dealer Finds 


Friendly Note, However, Must Prevail In Talk With Debtor Over Wire 
Method Results In Definite Answer While Letter Is Thrown Away 


“T): you have any trouble col- 
lecting overdue accounts?” I 
asked a successful feed dealer 
recently. 

“No, not much,” he replied, smiling. 
“You see, I’ve got a regular system of 
persistent follow-up. When an ac- 
count boils over along about the third 
statement sent out, I get busy on the 
telephone and find out what the trouble 
is. The debtor usually has some ex- 
cuse or other, but winds up by prom- 
ising to send in a check, or to drop 
in with the cash. 

Has No “Cold” Accounts 

“If neither event happens as prom- 
ised, and on scheduled time, I get busy 
and burn up the wires again. I never 
let an account grow cold. Of course, 
it is all done in a friendly vein, but 
persistence wins out every time. I 
seldom come to blows with any of my 
debtors about their bills.” 

“But, is it better and more economi- 
cal than the ordinary collection letter?” 
I inquired. 

“In comparison with the personal let- 
ter, the telephone call has many pe- 
culiar advantages, the greatest of which 
is personal contact with the debtors. 
While you can’t see them face to face, 
you can talk as if they were right in 
front of you—sometimes to even bet- 
ter advantage than if you actually had 
them before you. And then again, no 
one can outguess the purport of a tel- 
ephone call and you can always get 
your man,” he replied. 

Phone Gets Quicker Results 

Better and faster collections by tele- 
phone than by letter or collector, 
struck me as a pretty good scheme, but 
I was still skeptical about the differ- 
ence in cost. “Never figure on that,” 
he said, “I only figure on getting the 
desired results in the minimum time— 
bringing in cash on those overdue ac- 
counts and getting them settled as 
quickly as possible. Cost is immaterial, 
unless it be final cost—which is legal 
cost, and that is frequently too expen- 
sive.” 

You can send out letters and state- 
ments and dunning epistles, and the 
debtor can ignore them, but when you 
get face to face with him on the tele- 
phone, you can exact some definite 
promise—and when an honest debtor 


“sores which won't heal. 


makes a promise he generally aims to 
keep it. If dishonest, his failure shows 
him up. 

The several advantages of telephone 
collections might, therefore, be summed 
up as follows: (1) It saves time be- 


and not a little ingenuity 


T T takes a lot of hard work 
to keep credit losses at a 


minimum. We believe collecting 
by telephone as explained in the 
article herewith is very effective. 
The best way, of course, is to 
collect the money before or 
when you deliver the feed. Feed 
dealers are forced to conduct the 
buying end of their business on 
a cash basis and progressive ones 
are now selling in accordance 
with the same terms. 


cause it brings quicker results; (2) It 
saves money because it extracts over- 
due coin more readily from delinquent 
accounts; (3) It is more definite and 
certain, because it exacts promises to 
pay which are frequently kept; (4) It 
permits of personal contact with the 
debtor, which has a psychological in- 
fluence on his subsequent behavior in 
bill paying. 
Success Requires Tact 

“It all comes down to a matter-of- 
fact business-like-way of handling the 
telephone at the proper tinfe and in 
the proper manner,” this feed dealer 
contends. ‘“Telephoning a debtor re- 
quires superb tact so as not to develop 
A blunt ap- 
proach is seldom effective. The treat- 
ment should be silk-gloved and, in fact, 
as diversified as human nature itself. 

“So long as the debtor keeps on an- 
swering the telephone and makes pro- 
mises, plus partial payments, if not in 
total, I know that person is honest and 
all right. When they get evasive or 
won't answer the telephone, I immed- 
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iately write a letter and mail it special 
delivery, outlining the facts and saying 
further that if a check is not received 
within the next few days, I will turn 
the account over to my lawyer for im- 
mediate suit. The next thing that 
debtor gets is a court summons in lieu 
of a friendly telephone call or letter. 
Secret of Prompt Collections 

“Another thing,’ he said, “I never 
let an account grow whiskers, which is 
a secret in prompt collections. At the 
end of every month I send out my 
bills. If nothing is paid, the second 
month another statement goes out with 
a typewritten note across the face of 
the bill, ‘I would greatly appreciate 
your giving this statement early at- 
tention, with a partial payment at least’, 
or some other friendly approach— 
never a blunt, ‘Please Remit!’ or ‘Kind- 
ly Send Check’, because I found that 
some people didn’t like that. It sounds 
too much like a command or an order, 
and they frequently balk. People like 
to be coaxed, reasoned with, not bul- 
lied. If these requests get no response 
and the third monthly statement comes 
into my hands, I don’t mail it out— 
no, sir!—I pick up the telephone and 
then talk it out. 

*“All you have to do with slow-pay 
accounts is to keep continually and © 
eternally after them in a friendly vein, 
until they are paid up in full. I have 
learned that many debtors pay their 
most insistent creditors first. So I am 
persistent, consistent and insistent. But 
my conversation is always tempered 
with mild-scented tact, and I find that 
this method invariably gets the desired 
results. 

“IT always figure that those who have 
sufficient honesty will pay their bills 
eventually. All of these slow-pays have 
potential sales possibilities for the fu- 
ture, and I intend to be in business a 
long while so I figure there is no use 
scratching them from the. ledgers sim- 
ply because they are a little slow in 
paying. 

“I frequently find that if you can 
get the debtor to explain the delin- 
quency you've got a stranglehold not 
only on his future business but also on 
his pocketbook for you can maintain 
his personal friendship thereafter by 
diplomatic forebodence. Knowing each 
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| STOP! 
Ww 


LOOK! LISTEN! 


have the best quality of CORN this year we 
have handled in many years, all No. 2 so far as 
quality is concerned. 


If you want this kind of corn, place your inquiries 
iS with us and you will get the best that money can buy. 
: Result, satisfied customers and more of them for you. 


Can furnish both corn and oats, straight or bulk-head cars. 


Western Terminal Elevator Co. 


- i SIOUX CITY, IOWA 
oo Se 
: 00 
oo oO 
oo 
00 00 
4 oO 00 
oo oO 
oo 00 
be SWEET DAIRY FEED 
O00 
16144% PROTEIN 
BA MANUFACTURED BY =F 
00 
00 oO 
MINNESOTA FEED COMPANY 
‘ oo Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds ae 
‘ a Shippers of Corn and Oats—Write for Samples and Prices oO 
OO 


| SHIPPERS OF 


RedDurum 


| Sulphured and Natural Oats 
&§ ‘| and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 
ARCHER-DANIELS-MIDLAND CO. 
Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT 
MINNEAPOLIS MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 
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debtor personally, in this way, and then 
handling them so adroitly that they 
cannot take offense makes them pay 
up and later become good pay custom- 
ers when their financial stringency is 
relieved.” 
Summary of the System 

The sum and substance of the tele- 
phone system might be said to con- 
sist of the element of frequent and pe- 
riodic personal contact, which the tele- 
phone call alone makes possible. Con- 
versation can also be made much more 
forceful than in a letter, if need be, and 
one can insist on a definite promise as 
to when payment will be made, if it 
becomes necessary. A letter reply often 
merely states that payment will be 
made soon, after which the delinquent 
promptly forgets his bill and his prom- 
ise. It is also obvious that a letter 
does not command the same immediate, 
personal attention as a telephone call. 
Often a debtor will disclose the real 
reason for the delinquency over the 
phone which he wouldn't do if he had 
to put it in writing. Sometimes the 
dealer, understanding the doctor's diffi- 
culty, can suggest quick and suitable 
means of settlement then and there. 


JOSEPH KAUPEL has purchased 
the Brierly Feed Mill at Cresco, Ia. 


SWEETENED 


Enables you to get molasses into the 
poultry mash in a convenient way. 


Douglas Corn Gluten Feed has long been 
a standard ingredient in the laying mash 
as well as the Dairy ration. Now you 
can get it sweetened with pure cane mo- 
lasses—enough to flavor the entire mixture. 


At the Ohiostation it was found that cane 
molasses substituted for corn to the extent 
of 5% of the ration, increased egg pro- 
duction 17% and decreased death losses. 
When fed to growing chicks, the molasses 
lot weighed 18% more at the end of & 
weeks than the lot receiving a similar ra- 
tion withour molasses. 

Order Sweetened Douglas Corn Gluten Feed— 


it’s profitable for your trade and profitable for you 
to handle. 


PENICK & FORD Ltd. Inc- 
Cedar Rapids, Iowa 


|| "PEED 


Expert Oat Huller 


Hulls and Separates 
Complete job one operation 
Capacity 50-60 bus. per hr. 

Only 5 H. P. required. Also 
cracks corn, wheat, rye or any 
kind of grain. 


No feed manufacturer should be with- 
out one. Write for particulars, sam- 
ples, etc. 


CLELAND MANUFACTURING CO., Minneapolis, Minnesota 


SWEET LASSY 


HEAVY CONCENTRATED MOLASSES 


Catt Fattener (NUTSIZE) 


Py i Pours like grain in any weather—no cak- 
es ing or sticking at any time. 


Heavy concentrated cane molasses—mois- 
ture reduced. 


Only high grade ingredients—no weed 
seed. 


Abundance of cottonseed meal—more 
protein. 


There’s only One Sweet Lassy—be sure you get it! 
Feeds of all kinds—Mixed and Straight Cars 


C. E. DINGWALL Co. 
Phone Broadway 4052 MILWAUKEE 


Grain 


OVER SIXTY-THREE YEARS OF SATISFACTION 


BADGER 


paoseR Bran 


| 
WSS 


TRADE REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN <——& 


L. TEWELES SEED CO. 
MILWAUKEE -: -:- WISCONSIN 


Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


—_ 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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Boost The Feed Bag To Firms You Do Business With 


= 


Our Specialty 


A SCRATCH FEED 
r¢ EGG MASH 


Will positively produce the maxi- 
Mixed Cars mum amount of eggs. 


These feeds are RIGHT and our prices are RIGHT 


Write for samples and prices 


WISCONSIN MILLING COMPANY wisconsin® 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
=) 
i— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 46% 
CRUDE FIBRE - -83% — 


ST. PAUL, MINN. 


— Office 315 Corn Exchange ~~ 
\ MINNEAPOLIS, MINN. 
rd 4 


_ 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


Capital Flour Mills, inc. 


CORN EXCHANGE 


Minneapolis, Minnesota | 


WE SELL DEALERS ONLY <—a 


HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 
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McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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The Feed Bag Offers New 
Service To Dealers 
- (Continued from Page Seventeen) 


a creamery check CONVINCE a 
farmer. They'll hold his good will and 
patronage for eternity. 

Feeding Service Necessary 

Giving intelligent feeding service to 
farmers isn’t new. It’s necessary. 

Yeast manufacturers engage baker- 
specialists at exhorbitant salaries. They 
spend buckets of money showing the 
man at the oven how to make bigger 
profits and better goods that will tempt 
customers and sell quickly. They know 
that more money in the cash registers 
of their customers means better busi- 
ness for them, and it does. 

Farm housewives may obtain free for 
the asking, tons of recipe books is- 
sued by flour companies, salad dressing 
marketers, and countless other produc- 
ers of household needs. All of these 
trades have discovered that it pays to 
give a service to the customers that 
will enable them to use their products 
successfully and with satisfaction. If 
they encourage them to consume a 
greater quantity they have increased 
their volume of business. 

The Feed Bag Will Help 

The Feed Bag realizes the value and 
need of feeding service to farmers. As 
a publication which has at heart the 
welfare of its dealer readers, The Feed 
Bag announces a new page which will 
be devoted to questions and answers 
on feeds and feeding. 

Every feed dealer is invited to send 
in questions, and they will be answered 
in the issue following receipt of letter 
or answered privately by mail, if the 
editors do not consider the material of 
general interest to all. 

In conducting the page The Feed 
Bag hopes to become the clearing 
house for knotty feeding problems of 
dealers and a source of knowledge 
which will help its readers to assist 
farmers in putting their herds, flocks 
and litters on a paying basis. It will 
strive to better the welfare of the deal- 
er, and by teaching him the various 
points of feeding which his co-dealers 
inquire about, help him to increase the 
welfare and buying power of his far- 
mer patrons. 


JOHN A. REYNOLDS, Albany, N. 
Y., has returned from Florida where 
he spent the winter touring about 
southern resorts. Since he is an ar- 
dent fisherman he spent much of his 
time at the sport and reports some 
substantial catches, displaying photo- 
graphs to prove his claims. 
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Mention The Feed Bag When Writing Advertisers 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 


i iness f le in town of H 
1800," Two story brick building with elevator Millfeeds Dried Butter Milk Powdered Skim Milk 
bu. i ity. ow doing $45,- ’ 
000.00 business each "year: One competitor. Cottonseed Meal Linseed Meal Bone Meal 
Write EX-2, THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. Oyster Shells S ings c Grains 


DAIRY ALFALFA HAY 


J. P. PARKS, Broker 
FOR SALE 


Direct Manufacturers Representative 


Write or wire for delivered prices. 400-401 New England Bidg. KANSAS CITY, MO. 
Grades and weights guaranteed. oooooooooooooooOooooooooOooooooo00000000000000000000 
JOHN DEVLIN HAY co., Inc. ODOOCOOOOOOOOOOOOOODOOCOOOOOoOoOoOoOoo0o0o0onoD0000nnoOnOoOoOAND 


192 NO. CLARK ST., CHICAGO, ILL. 


FARMERS’ FEED & BUTTER 
CO., Auburndale, Wis., plant was re- 


cently damaged by fire. Buy 


M. C. BURNS of the Traders & 


Producers Co., and Lloyd Hedrick of PU RIT A BR 
the Ralston-Purina Co., were recently 
elected directors of the Buffalo Corn 


Exchange. The Genuine Live Reef 


: CRUSHED OYSTER SHELL FOR POULTRY 
WILL POST, representative of Dar- Packed in new 100 Ib. burlap bags. 


ling & Co., Chicago, died recently at 
the Deaconess hospital, Milwaukee. Mr. 


Post was very well-known in the Wis- CHICK, MEDIUM and COARSE Grades 


consin territory where he had been Quality and Service Unsurpassed 


working several years. 


A. L. WILLIAMS All Goods Guaranteed 

A. L. Williams, owner and proprie- 
tor of the Williams Elevator, Beaver The Crushed Oyster Shell Company 
Dam, Wis., died Wednesday afternoon, BILOXI, MISS. 
April 4, following a short illness of 
only a day, although his health had 
been failing for the past few months. 
Mr. Williams had visited the down 
town section of the city on Tuesday, R. L. HERRICK M. H. HERRICK 
voted at the polls and retired that 
evening without any noticeable change 


in his physical condition. During the HERRICK FEED COM PANY INC 
night he became seriously ill and his q ] 


death followed on Wednesday after- 


WHOLESALE 
Mr. Williams was born in Mitchell, e e 
Iowa, on March 7, 1876, and moved Grain and Feed Shippers 
with his parents to Beaver Dam at the 
age of seven, where he spent 30 years HARVARD, ILLINOIS 


of his life. He managed the Williams 
Elevator which has been under the 


family name for approximately 40 Excellent service, highly reliable; 
years, for 12 years. In his home life Quality paramount---that’s undeniable; 
and in the business world Mr. Wil- Best of attention, prices agreeable; 


liams lived a life that demanded respect Our motto is: ‘“‘satisfaction unbeatable’’. 
and his many fine qualities won for ‘ 


him a wide circle of warm friends. 


PHONES 135 AND 118 


His son, LeRoy Williams, who has 100 % F O R T H E DEA LE RS 
been associated with his father for the 
past ten years, will manage the busi- R. L. HERRICK, Jr. J. M. HERRICK 
ness. 
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Those Elevator Owners 


who are going through next harvest with 
a minimum of operating trouble are now in- 
stalling anti-friction bearings on their equip- 
ment, particularly their head shafts. Such 
an installation means a decided lowering of power and main- 
tenance costs besides preventing interruption of business caused 
by breakdowns or fire due to bearing failure, | 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald C. R. McCotter 


Secretary and Treasurer Ass’t. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL-PHELPS COMPANY 


616 Corn Exchange Bldg. Minneapolis, Minnesota 


000000 000000000000000000000000 
nooo 000000 


Pearl Grit 


Makes Hens Lay 


LESS GRIT TO BUY, MORE EGGS TO SELL 

Because of super-availability and natural balance of 
needed mincrals, poultry will eat only about half as 
much PEARL GRIT as of other grits or shells, yet egg 
production will be increased to the maximum. 

MARYLAND POULTRY DEPARTMENT SAYS 

“The Limestone Fen consumed 43% less material and laid 20% more eggs.” 
Our enormous advertising program is carrying this message to the poultrymen 
and you should be in position to supply the demand. 

: A YEAR ROUND PRODUCT 

There is a year round demand for PEARL GRIT. During the winter and fall 
laying season, PEARL GRIT is in demand to supply the necessary lime for the 
heavy egg production of this season. During the spring months, there is an 
enormous market for No. 1 PEARL GRIT for baby chicks. Every experimental 
college and professional poultryman in the country, recommends No. 1 PEARL 
GRIT to furnish the necessary lime for rapid gain. 

WRITE FOR PRICES 
AND INFORMATION REGARDING PEARL GRIT 


It is made in three sizes for laying hens, growing birds and baby chicks. 


THE OHIO MARBLE COMPANY, Piqua, Ohio 
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Cleland Adds Oat Huller 
To “Expert” Line 


The Cleland Manufacturing Co., Min- 
neapolis, Minn., is now marketing an 
oat huller which, it is claimed, not only 
hulls the oats but separates the hulled 
oats from the. hulls in one operation 
without wasting any of the oat meats. 
The company is one of the oldest firms 
in the Northwest, having been estab- 
lished in 1824, and is well-known as 
manufacturers of the Expert line of 
grain cleaners. 

The Expert oat huller, manufactured 
by the Cleland company will operate 
on a very small amount of power and 
should he of considerable interest to 
the feed trade in these days of narrow 
profit margins and high power rates. 
Besides being efficient as an oat huller, 
the same machine can be used for 
cracking and grading corn, wheat, rye 
and other ingredients used in mixing 
feed. It carries the guarantee of the 
Cleland Manufacturing Co., and is ful- 
ly explained in a special bulletin which 
may be obtained free on request by 
writing the manufacturer at Minneap- 
olis. 


MAXON GRAIN ELEVATOR, 
Humbird, Wis., was completely des- 
troyed by fire. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


CHARCOAL 
COD LIVER OIL | 
| 


| Bag Lots-- Ton Lots i 


Dadmun-LaBudde | 
Company | 
| NORTH MILWAUKEE 


The Feed Bag Is Your Paper, Help It By Boosting pe | 

RESULTS? 
eee | 


| MINNEAF IN MINNEAPOLIS 
| STAY AT 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE | 


The Northwest's Finest Hotel 


600 ROOMS WITH BATH 
OR CONNECTING 


Every room an outside room 
Largest and Eines Ballroom in the 


orthwest 


RATES 


3.50 
5.00 | 

Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, 


Ihe Comfortable 


Great Northern 


Hotel 
CHICAGO 


TRAVELERS select the 
Great Northern for its 
wonderful location in Chi- 
cago’s “‘loop’’. They return 
because the large comfort- 
able rooms, homelike en- 
vironment, attentive service, 
excellent food and moderate 
charges make it an ideal 
- hotel. 

400 Newly Furnished Rooms, 
{i -50 a day and up. ras | 
Rooms $4.00, $5.00, $6.00, $7.00 

and $8.00. 
Walter Craighead, Manager 
DEARBORN STREET FROM JACKSON 
TO QUINCY 


New Garage One-Half Block 


CLINTON CORN GLUTEN and 
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Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 


and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


CROWN AND ) HIQUALITY 
BREWERS DRIED GRAINS 


PRICE ATTRACTIVE 
Phone Broadway 4961 


CORN—OATS 


QUALITY AND DEPENDABLE SERVICE 


Orient Wheat Feed 
Bran, Middlings, Red Dog 
Linseed Oil Meal 
Clinton Corn Gluten and 
Corn Oil Cake Meal 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Brokers for Operating Elevators at 


MILWAUKEE—CHICAGO 


CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
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ARBA L. 
president of the Munson Mill Machin- 


WILLIAMS, 58, vice- 


ery Co., Inc., Utica, N. Y., died on 
April 16, having been in poor health 


for the last six months. He was born 
New York and devoted 
most of his life to the milling trade. 
As a young man he worked with his 
father, an expert millwright, in mills 
in New York, Pennsylvania and Ohio. 
He was later associated with the Erie 
railroad for a few years, having charge 
ot several construction iobs. For the 
past 23 years he was connected with 
the Munson Mill Machinery Co., Inc., 
starting with the position of salesman. 
At the time cf his death he was vice- 
president and 
company. 


in western 


chief engineer of the 


HARWOOD N. VREDENBURG, 
New York, representative of Sprout, 
Waldron & Co., was recently married 
to Marie Helen Egly at Syracuse, N. 
Y. Miss Egly was private secretary 
to Charles M. Waldron and lived in 
Muncy. Pa. Mr. Vredenburg is the 
son of N. L. Vredenburg, vice-presi- 
dent of Sprout, Waldron & Co., and has 
represented his firm for the past ten 
After June 1, Mr. and Mrs. 
Vredenburg will make their home in 
Syracuse. 


years. 


JOHN V. NOLAN, formerly with 
the firm of Fisher & Nolan, has opened 
. feed store at Malvern, Pa., and re- 
ports a brisk business. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
round Hulls 


‘Three Minute Cereals Co. 
Cedar Rapids, lowa 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Comets and Mixed Cars 
OUR, MILLFEED 
FOILMEAL, ETC. 


602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’”’ 


Personal 
Attention 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


SHIP TO 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 


WM. R. MADDEN 


TO 
UERGER COMMISSION CoO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


MILLERS OF 


Mothers Best Flour 


Established 1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


Special Corn and Oats Feed 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
eet Pulp---Oil Meal--Poultry Feeds, Etc 


soft Winter Wheat FLOUR private Brands 


Prices co MANEY BROTHERS MILL & ELEVATOR CO., Minn, 


Emrich Grain Co. 


CEDAR RAPIDS, IOWA 


‘“‘Get our prices before 
buying grain’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


\HADDEN GRAIN CO. 


MILWAUKEE 


Serves the Best 


44 YEARS IN THE 
GRAIN TRADE 


at MILWAUKEE 

Phone 10 CHAMBER OF 

Broadway COMMERCE 
642 


(Ground Floor) 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


Mailing Lists 


namesof y: on, thousands tive custom- 
ers-- “National, tateandLocal. Individ- 
Professions, Business 


U 9% 5¢ each 
-Gould St Louis 


Storage 


Excellent Feed Storage Facilities. 


MILWAUKEE Courteen Seed) Com LUMP an WISCONSIN 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUE LOW STORAGE RATES. 


Storage 
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M. G. 
RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Member 
NEW YORK ST STOCK 
CHICAGO STOCK 
XCHANG 
BOSTON STOCK 
DETROIT STOCK 
XCHA 
NEW ORK COTTON 
XCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 


2. 


STRAIGHT CARS OF FEED 


We have Pure Bran, Spring 
Bran and Durum Feeds in 
warehouses ready for Quick 
Shipment. 


ry 


Write for quota- 
tions and try our service. 


PHONE ATLANTIC 1 


L 
I. S. JOSEPH CQ., Inc. 


Minneapolis, Minnesota 


eee 8 


2. 


2. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


expands with 
Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 


1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 

344-346 MILWAUKEE STREET 


MILWAUKE 
1076 WISCONSIN 


Puone 
Broapway 


Timothy and Clover 
Mixed 


HAY 


Softwood Well Baled 


SHAVINGS 


We can supply you. 


LABUDDE FEED & GRAIN CoO. 
MILWAUKEE, WISCONSIN 
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Che feed Bag 


Vol. 4. No. 5. May, 1928 
DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price-—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bog is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically yon 4 responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1928, Editorial Service Co.,Inc. 


100 LBS. 


LINSEED MEAL 
FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 
PURE O. P. LINSEED MEAL AND GROUND 
FLAX SCREENINGS. 


ANALYSIS 
MINIMUM CRUDE PROTEIN 30.0% 
MINIMUM CRUDE FAT 


MAXIMUM CRUDE FIBRE 10.0% 


The leading brand of 30% 
Meal. A little higher in 
price because it contains 
a larger percentage of 
Pure Linseed Meal than 
other brands. We are 
getting repeat orders for 
Minnehaha in Wisconsin 
and other states. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Deutsch & Sickert 


400-402 Chamber of Commerce 


O mM p a Nh VY MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


34% Linseed Meal 
43% Cottonseed Meal 
Bran Middlings 
Flour Midds—Wheat Mixed Feed 
Rye Middlings—Hominy Feed 
Ground Flax Screenings 
Ground Grain Screenings 


Get our CORN and OAT 
Prices Use the Phone— Call 


Feeds of all kinds also Hay— BROADWAY 
Alfalfa Hay a Specialty 1 67 4 
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AFTER ONE TRIAL— 


Poultrymen insist upon 


the Warite series of 


modern poultry feeds. 


CHICK STARTER MASH 
with Cod Liver Oil and Cod 
Liver Meal puts gains on little 
fellows like this so rapidly 
that they are ready for 
market at eight weeks of age. 


GROWING MASH with Cod 
| Liver Oil and Cod Liver Meal 
| grows strong healthy young- 
sters. It builds bone, body, 
and constitution during the 
summer. When laying time 
comes pullets have the 
| strength and size to lay— 


EGG MASH with Cod Liver 
Oil and Cod Liver Meal starts 
pullets laying and keeps them 


| laying. The eggs are better 
geting for food and better for hatch- 
ing. The body is well main- 


tained and nourished in spite 
of continued laying. 


LADISH MILLING Co. 


MILWAUKEE, WISCONSIN 
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We Always Have Bran 
for KING MIDAS Dealers 


famaey VEN when Bran is scarce, King Midas flour 
[4isey dealers can always depend on getting their 
See] supplies from the King Midas Mill Co. The 
established King Midas policy is to make ample pro- 
vision for the feed requirements of the mixed car trade 
and to always have bran and middlings available for 
immedizte shipment. Clover Leaf Pure Wheat Bran is 
rich, clean, coarse and high in protein. It is popular 
and in demand among feeders wherever it is sold. 
The value of having a dependable and 
never failing source of high quality mill- 
feeds need not beimpressed upon success- 
ful merchants. And this is only one of 
many advantages enjoyed by dealers who 


handle King Midas flour. Think it over. 


Sing Midaé SLOUL 
MANUFACTURED BY THE 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
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